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by Steve Lasky, Editorial Director 


Yes, Your Small 
Business Is a 
Ransomware Target 


recently had an unnerving encounter. As I scrolled through my morning 
email, I found myselfstaring at a threat letter demanding $987. Ifthey didn’t 
receive their payday in eight days, they would reveal unsavory videos of me 
along with personal information to all my social media contacts. I imme- 
diately turned the email over to our IT Swat Team. Their swift response 
was, “The sender's IP address is originating from Moldova. They were able 
to bypass our anti-spam trap because they spoofed one of our domains.” 

Luckily, I had a cybersecurity resource. Most small-business owners, 
which would include the vast majority of our locksmith community, have 
no cyber-safety net. That’s a frightening prospect when you consider that 
Department of Homeland Security Secretary Alejandro Mayorkas re- 
vealed that 50-70% of ransomware attacks target small and medium-size 
businesses, costing victims an estimated $350 million in 2020. 

Even more distressing is that an estimated 60 percent of small busi- 
nesses will fail within six months because of a ransomware attack, accord- 
ing to the National Cyber Security Alliance. 

My ransomware threat was little more than a personal nuisance, which 
was remedied quickly, but a ransomware attack on your locksmith opera- 
tion could hold your business hostage. Implanted malware would encrypt 
your customer information, your financial records and inventory data. 
And you might be more vulnerable if employees work from home. 

No matter how small your business, you're a potential victim. In a 
recent Inc. magazine feature, cybersecurity experts shared best practices 
for small-business owners that might enhance their security posture. 

Charles Horton, chief operating officer of cybersecurity firm NetSPI, 
implores small businesses to have solid data-backup strategies to mini- 
mize the effect of a breach. But he warns that recovery isn’t guaranteed 
or automatic and that it would be wise to figure on contingencies if busi- 
ness operations are interrupted. He recommends a cloud-based backup 
for off-site data storage. 

In the event of aransomware attack, even the smallest business should 
have an action plan for informing employees and vendor partners, know- 
ing where your company’s backup data is located and knowing your course 
of action if that backup were compromised. 

If your business falls victim to a ransomware attack, even if you pay, 
there’s a 92 percent likelihood that all the hijacked data won't be returned, 
says cybersecurity firm Sophos. With that in mind, it’s important that you 
realize that, even at your level, a ransomware attack could cost you money 
or your livelihood if the threat isn’t taken seriously. IE 
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by Steve Lasky 


Roundtable: Security 


Industry Still E 


The COVID-19 crisis continues to force 
locksmiths and their business partners to 
adapt to changing technology and 


business demands to survive. 


sit has with other market segments, the gf ‘ 
past 20 months has had significant ~< Ae | —— 
or © 


effects on the security and lock- da 
smith industries. The tenacity of the 

COVID-19 coronavirus has altered business patterns, 
the concept of our workforce, how organizations view 
technology implementation and what the role ofa se- 
curity pro will be as the landscape continues to evolve. 

We recently discussed the changing dynamics 
of the security business and how locksmiths can 
navigate their future course with top players in 
the industry. 

Our panel includes Joseph Kingma, general 
manager of Medeco Security Locks and ASSA, 
which are part of the Access and Egress Group 
of ASSA ABLOY Opening Solutions Americas; 
Ben Smith, vice president and general manager of 
marketing and e-commerce for Banner Solutions; 
Ron Virden, senior vice president of Entrance Sys- 
tems and Interior Glass at dormakaba Americas; 


“One of the more significant 
and, hopefully, long-term effects 
that the pandemic has had on 
the security industry is that it 


prompted us to consider our part in ensuring 


¢ 


healthy’ interactions with door hardware.” 


— Joseph Kingma, general manager of 
Medeco Security Locks and ASSA 


volving 
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and John Truempy, ICML, CRL, LSFDI, CMIL, 
IFDI, CFL, who is employed at the University of 
Pennsylvania, where he’s been a locksmith since 
1992. Truempy also is the first president of the 
ALOA SPAI division, ALOA Institutional Lock- 
smiths (AIL). 


COVID continues to be a major story in 
2021. How has the pandemic affected the 
security industry, and how much will it 
continue to affect the industry in the years ahead? 
Joseph Kingma: COVID-19 undoubtedly put 
a pause on certain aspects of the industry, particu- 
larly during the early stages of the pandemic when 
installing dealers weren't allowed into their custom- 
ers’ businesses. Although this was difficult for many 
businesses, we now are seeing that return to normal 
and even a little stronger than historical “normal.” 
One of the more significant and, hopefully, 
long-term effects that the pandemic has had on 
the security industry is that it prompted us to con- 
sider our part in ensuring “healthy” interactions 
with door hardware. Whether that’s a bigger focus 
on touchless openings or thinking through how we 
handle credentials, we are more aware than ever of 
how we contribute to the overall health of a facility 
and its inhabitants. 


10 
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“Simply being aware of the product 
solutions that are out in the market 
positions the locksmith as a trusted guide 
to their customers in solving the security 


and safety challenges presented by this pandemic.” 


— Ben Smith, vice president and general manager of marketing 


Even as the virus levels get back 
down to a more manageable point and 
businesses bounce back, that mindset 
will continue. Being more thoughtful 
about our role in ensuring the health 
and well-being of building occupants 
is a shift that I hope continues well 
beyond the pandemic. 

Ben Smith: Obviously, there was 
the financial effect of not being able 
to service the customers because of 
limited access. 

But much larger than that, the pan- 
demic has altered the way end users, 
businesses and building owners think 
about the safety of the individuals 
entering their spaces. Beyond simply 
surface treatment and low-touch or 
no-touch products, the focus has 
shifted toward controlling environ- 
mental risks within a space — manag- 
ing the flow of visitors and mitigating 


and e-commerce for Banner Solutions 


unnecessary touchpoints to reassure 
the visitor of their safety. This has 
long-term implications on the design 
of buildings and their openings. 

Ron Virden: Access control tech- 
nology, the foundation for security 
and convenience, offers flexible solu- 
tions to enhance hygiene and public 
safety without sacrificing security or 
efficiency. 

The integration of touch-free and 
mobile access control solutions has 
emerged as a key driver to address im- 
mediate demands and set the stage for 
future updates. When the COVID- 
19 pandemic hit, infection mitigation 
became correlated strongly with mini- 
mizing physical touch points as people 
traveled into and throughout nearly 
every building type. Adapting open- 
ings to touch-free operation became a 
priority in creating safe building and 


>» Banner Solutions’ lowa distribution center 


specialty venue environments. 

In some instances, demands have 
expanded beyond touch-free opera- 
tion to include methods to evaluate 
whether someone is potentially un- 
suitable for entry because of an elevat- 
ed skin temperature or to limit access 
based on the current occupancy count 
of a given space. Touch-free open- 
ings will remain an important con- 
sideration as we transition through 
the COVID pandemic and surmount 
more complexities, particularly as 
demand grows for systems that ex- 
ecute daily operational requirements 
without the necessity for physical 
intervention. 

John Truempy: As some say, this 
is the “new normal,” but nothing is 
ever normal in a pandemic, disaster or 
raised security level, and little is actu- 
ally new. Locksmithing is and always 
will be necessary — just the jobs will 
change a bit. 

I might have a different view as an 
institutional locksmith, but I have 
been disinfecting and wearing a mask 
and gloves my entire career. Granted, 
wearing them in office spaces and not 
just laboratories isn’t huge, but it’s dif- 
ferent. The Delta variant might be on 
the news constantly, but Lambda and 
Mu are words I’m hearing in keying 
meetings and not in reference to frats 
and sororities. Sadly, viruses adapt 
and evolve to survive. Our industry 
will do the same, but it might do so 
kicking and screaming at times. 


What do locksmiths have to 
do to put themselves in a 

good place in this market? 
Kingma: Today’s locksmiths 
have to realize that customers have 
a choice. They’re armed with more 
information from online sources, with 
varying degrees of accuracy, than at 
any other point in history. As a result, 
today’s locksmiths have to provide ac- 
curate and objective counsel on the 
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“There’s no question that touch-free and 
mobile access products will remain top 
of mind and are poised for continued 
growth. Their importance to our industry 


— Ron Virden, senior vice president of Entrance Systems 
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problem that the customer is trying 
to solve. Help customers to under- 
stand what options are available and 
the trade-offs, and you help them to 
make the right decision for their busi- 
ness. This doesn’t necessarily mean 
giving the customer exactly what they 
asked for. 

To provide a high level of service, 
it’s critical to maintain comprehen- 
sive knowledge of the products and 
services available by staying up to 
date on training. It also is important 
to consider what certifications are 
most important for your market and 
do the necessary research to be sure 
that they’re credible and add value 
— and that your technicians deliver 
on that value. 

Smith: The best locksmiths and se- 
curity pros rarely encounter a problem 
they can’t solve. Simply being aware of 
the product solutions that are out in 
the market positions the locksmith as 
a trusted guide to their customers in 
solving the security and safety chal- 
lenges presented by this pandemic. 

Manufacturers are looking at new 
ways to address these challenges 


and Interior Glass at dormakaba Americas 


through products. Some will find new 
ways to use existing products and, 
in other cases, design products that 
uniquely meet the demands brought 
about by the pandemic. It’s critical 
that the locksmith knows what solu- 
tions are out there or has a partner 
who can direct their attention to these 
unique solutions. 

Virden: People are likely to fre- 
quent facilities where they feel that 
health is paramount and steps to main- 
tain a healthy environment are evident. 
Modern access solutions can make the 
physical structure of buildings more 
secure, hygienic and versatile. 

There’s a tremendous opportunity 
for the locksmith industry to build 
deeper relationships with custom- 
ers by providing professional assis- 
tance in determining and employing 
new ways to make facilities safer and 
healthier. This can create a new con- 
sultative and recurring-service rev- 
enue opportunity for the locksmith 
industry. 

A professional assessment con- 
ducted by an access solutions expert 
and building operators will help to 
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identify a comprehensive, scalable 
upgrade plan. In addition, locksmiths 
should invest in training provided by 
manufacturers and trade associations 
— much of it free or on scholarship 
— to stay abreast of the latest technol- 
ogies, best practices and regulations, 
so they’re well-positioned to fill their 
new roles. 

Truempy: Embrace the change 
or even the buzzwords. We spent a 
year and a half changing all kinds of 
spaces into private offices that never 
were before so people can take off 
their masks. Touchless is talked about 
more now than gender-neutral was 
in project reviews of the 2010s. I still 
remember when it was ADA, then 
bollards and building setbacks for ter- 
rorism risk. Then classroom security 
function locks were the topics. Now, 
these things are done without talking 
about it. 

If I were selling this stuff and not 
just ordering it, my bottom line would 
be going up, as it did when changing 
from knobs to levers in the 1980s. 
Know the products available and 
sell or, in my case, spec the heck out 
of them to solve the newest world 
problems. 


What product segment or 

segments had the biggest 

effect on the industry in 
2021, and will those continue to affect 
the industry? 

Kingma: The shift to electron- 
ics, specifically with touchless, has 
allowed security pros to intermingle 
with the demands of healthcare pro- 
fessionals, which I find quite fasci- 
nating. I believe these segments will 
continue to affect the industry, not 
necessarily because of the pandemic 
but because they’re foundational toa 
restriction-free opening. So, although 
touchless became prominent for one 
reason, it will persist for another. The 
less people have to do to interact with 
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“The industry will change. People might 


haven’t heard of yet, but, at the same time 


| somewhere, there will be someone locked 


out. And five years, 10 years or even longer from 
now, a locksmith who has a key will show up and 


| 
r : unlock a door through a technology we 
save the day.” 


— John Truempy, first president of ALOA Institutional Locksmiths (AIL) 
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an opening before it allows or denies 
them access, the better. 

This is similar to the trends we’ve 
seen with more-sophisticated smart 
homes, where technology requires 
less interaction. For example, when 
the home-automation system knows 
the homeowner is nearby, it sets the 
lighting and tempera- 
ture accordingly. To the 
degree that that technol- 
ogy allows, I believe we 
will see this more in com- 
mercial buildings. And al- 
though it’s less sophisticated, 

I believe we will see the same 

with openings that continue 

to rely on mechanical or intel- 

ligent key systems. The simpli- 
fication of key management and 

all of the related functions will 
further streamline interactions with 
the opening. 

Smith: Hands-free, no-touch or 
low-touch and antimicrobial products 
were clearly the most talked about 
over this past year, and these products 
certainly have their place in making 
existing openings safer to interact 


with. A movement toward control- 
ling a building’s environmental factors 
will influence the design of buildings 
and their individual openings. Access 
management, served by electronic 
products, will continue to become 
more prevalent and in increasingly 
smaller scenarios. That trend, in par- 
ticular, will continue to affect the 
industry. 

Virden: There’s no question that 
touch-free and mobile access prod- 
ucts will remain top of mind and are 
poised for continued growth. Their 


>» Norton 700 Wave-to-Open switches 


importance to our industry is well- 
documented. Two additional growth 
areas that might be lesser known are 
interior glass systems and optical 
turnstiles and swing lanes. 
Demountable interior glass wall 
systems give building owners and 


property managers the ability to move 
or reconfigure office or conference 
room space to meet the demands of 
the occupants. Glass is a hygienic so- 
lution for space division without sac- 
rificing collaboration. Finally, glass 
systems can keep conversation private 
from surrounding spaces. 

Modern optical turnstiles and 
swing lanes are ideal to manage 
people flow. They can handle lobby 
security, capacity counts and eleva- 
tor control in buildings and specialty 
venues, such as stadiums, amusement 
parks and entertainment complexes. 
Turnstiles provide real-time occu- 
pancy data. When tied to access con- 
trol, turnstiles create alerts for safe 
threshold numbers. They also can 
be integrated with temperature and 
mask scanning. 

John Truempy: This answer likely 
hasn't changed in the past 25 years 
when I have been asked this question: 
It’s electronics. It’s been a long time 
since new electronic lock products 
have been interesting enough to even 
visit the website. However, now that 
, afew of the big players are 

coming out with openers 

that aren’t much larger than 

a normal door closer, I’m 

not only visiting the web- 

site, but also calling my fac- 
tory representatives to geta 

“try me.” 

Over 25 years ago, I was 
hired because of my elec- 


a * tronic training but was told 


they expected to replace my 
shop someday, because access control 
would take over. Instead, my shop has 
gotten bigger. We now carry batter- 
ies, and I put my guys through meter 
training. I remember the day I was told 
that batteries were now a line item in 
the budget. Interestingly, that mainly 
came about through the plumbers and 
flushometers, but I knew my shop was 
using more batteries, too. It was just 
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>» Alvarado MST-TE touchless turnstile 


yesterday I sent an email about RFID 
locker locks. 


What’s your view of the se- 
curity industry five years 
from now? How does the 
locksmith fit into that vision? 
Kingma: The locksmith still will 
have a fundamental role in the secu- 
rity industry five years from now. No 
matter how sophisticated an open- 
ing gets and whether the locksmith 
chooses to participate in the sophis- 
tication of the opening, there still is a 
demand to install products in a pro- 
fessional way and to gather the de- 
mands of customers in a smart way. 
Locksmiths are well-poised to do this. 
My advice is to stay as far on the 
front edge of the sophistication as you 
can at whatever scale makes sense for 
your business. By taking advantage 
of the right educational opportuni- 
ties, staying relevant for the times 
and helping your customers make 
informed decisions, you will remain 
integral to the future of the indus- 
try. Rather than just giving custom- 
ers what they think they want, really 


dig into the problem they’re trying 
to solve and help them to make an 
informed and objective decision. 
Assume that your customers are con- 
sidering other options, and look for 
ways to set yourself apart from your 
competition by providing credible 
expert advice. 

As manufacturers adjust to the 
“Amazon-ification” of the world, 
we re under more pressure to pro- 
vide better service than ever, which is 
good. We're thrilled to live up to those 
expectations. As a locksmith, you’re 
under similar pressures. It’s important 
to look at your business and see how 
you can provide the best service in 
your market. This might include ad- 
justing inventory levels or increasing 
the caliber of your service profession- 
als and the training they receive. Act 
with and on purpose to create your 
own space within the market. 

Smith: Even the most ambitious 
electronic access control companies 
aren't fooled into thinking that me- 
chanical security, and by that, I mean 
traditional locks, keys and key systems, 
are going to disappear anytime soon. 
But the shift toward access control will 
continue to take shape. 

Locksmiths, particularly the tech- 
nology-adopting locksmiths, will have 
the opportunity to guide their cus- 
tomers to the best, right solutions, 
mechanical or electronic. Knowing 
when and where electronic access 
has its place and when and where it 
doesn’t will be critical, and the lock- 
smith will be in a great position to 
assist customers in determining the 
right products to solve the problem. 

Virden: Five years from now, the 
security industry will be even more 
digitally and mobile dependent, but 
mechanical locks will remain in use, 
particularly in legacy installations that 
might not have the budget or security 
impetus to change. 

Locksmiths are problem-solvers 


who rely on detective skills and a vast 
encyclopedia of personal knowledge. 
Their job is to keep doors in working 
order. There always will be a demand 
for locksmiths, but for the industry to 
grow and locksmiths to be seen as the 
security pros they are, they’Il have to 
adapt to a changing marketplace. This 
includes going beyond the norms of 
working with mechanical hardware, 
electronic access control, alarms and 
video systems. It now includes low- 
energy operators, touch-free access 
devices and the electromechanical 
door hardware that works in con- 
junction with these systems. They'll 
have to invest in personalized train- 
ing to maximize expertise and career 
advancement. 

Truempy: Personally, in five years, 
I hope my view is from home collect- 
ing a pension and reading Ledger for 
pleasure. In reality though, five years 
is the blink of an eye in our industry. 
There is one keying system in weekly 
use in my shop that’s 52 years old. 
I’m fairly sure that the same keying 
system still will be in use five years 
from now. I’m training my replace- 
ment, who will have 30 years on the 
job by the time he’s ready to hand it 
over to his replacement. 

The guy running the shop before 
me was there for about 30 years, 
and he replaced a guy who started 
the shop years before I was born. I 
still read notes written by that first 
guy. My replacement still will use 
the gauge stamped with the initials 
of that first guy. My point is, yes, the 
industry will change. People might 
unlock a door through a technology 
we haven't heard of yet, but, at the 
same time somewhere, there will be 
someone locked out, or wanting to 
lock something, or wanting to lock 
someone out. And five years, 10 years 
or even longer from now, a locksmith 
who has a key will show up and save 
the day. Jl 
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A Locksmiths’ Perspective 


The purpose of this comprehensive Locksmith 
Ledger report is to paint a picture of the forces 
that affect North American locksmiths and 
security pros and attempt to quantify those ef- 
fects on market performance. 

This survey was delivered to qualified 


O02 


\ “7~\ Platinum Sponsor 
AirAccess 


by Alarm Lock 


Gold Sponsor LOCKEY 


professionals who subscribe to Locksmith 
Ledger International. We tabulated the re- 
sponses from the 218 qualified respondents 
who participated in this survey. A more com- 
plete version appears online for subscribers at 
www.locksmithledger.com/21239611. 


Locksmiths Still 
Going Mobile 


he largest percent- 

age of the responding 
locksmiths were those 
who self-identify as mobile 
locksmiths (49.1), followed 
by 29.8% who self-identify 
as owning a locksmith 
store. In all, 86.7% of re- 
spondents are classified as 
working in a private busi- 
ness. The remainder are 
employed by institutions 
or in the supply chain. 


49.1” 


nome 


Mobile Locksmith/ 


Organization’s Primary 
Business Description 


29.8” 


Retail Locksmith | 


Shop/Store 


9.2” 


Institutional/ 
Facilities 
(includes 
schools, 
hospitals, 
government, 
industrial) 
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Vertical Market Presence 


Respondents were asked to name the verti- 
cal markets in which they do business. They 
were asked to select all that apply, so the sum 
won’t add up to 100%. 
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Healthcare 
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Automotive 
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Government 


47.2” 


Manufacturing 
& Industrial 


36.7” 


Hospitality 


28.9% 


Critical Sports & 


22.5” 


Infrastructure— 
Utilities & Energy 


Entertainment 
(incl. Casinos) 


The DIY market relies on people who are 
pretty handy, and there are fewer of them.” 


STATE OF THE 
INDUSTRY 


O02 


Wearing Many Hats 


ies locksmiths have to be 
prepared to tackle almost 
any type of job, and, based on 
our survey, most do. More than 
half of all respondents (55.5%) 
say they have a presence in at 
least five of the listed categories, 
about the same as the previous 
year. However, the percentages 
of those who have a presence in 
at least seven (44.0%) and who 
have a presence in every catego- 
ry (9.2%) are up from last year. 

For the most part, individual 
categories fared about the 
same as the previous year, 
with two notable exceptions. 
Big increases were seen in 
the percentage of locksmiths 
involved in residential work, 
both for multifamily (73.9%, up 
from 66.4%) and single family 
(81.2%, up from 71.5%). 

This comes as no surprise 
considering the ongoing COVID 
pandemic, which has led to 
more people staying at home 
rather than traveling for work 
or vacation. Home-improve- 
ment projects set a record in 
the United States during 2020, 
and such projects were ex- 
pected to remain strong again 
in 2021. That includes secu- 
rity products, such as locks, 
video surveillance and home 
automation. 

“We got a lot more residential 
[business],” Glenn Younger, presi- 
dent of Grah Safe & Lock in San 
Diego, says of 2021. “Residential 
is growing, because there’s fewer 
people who feel comfortable 
doing that themselves, and there 
were obviously more people at 
home during the pandemic.” 
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Business Product Segments & Selection 
Respondents were asked the following questions about their product 
lineup. In the first question, they were asked to select all that apply, so the 
sum won’t add up to 100%. 


What product segments does your company sell? 


{1) 
Mechanical Door Hardware 87.2 2 


Electrified Door Hardware @ 


Safes/Safe Locks 5 7 3° 


—— 
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Automotive 
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What product category do you most want to add? 
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A Broad Palette 


n addition to covering a lot of 

ground as far as taking jobs, to- 
day’s locksmith provides a broad 
assortment of products for their 
customers. More than half of our 
respondents (54.1%) say they 
sell at least four of the product 
categories listed, and 9.2% say 
they sell all. 

Mechanical hardware remains 
the foundation of the industry 
and by far the biggest category 
among locksmiths. However, as 
a likely result of the continued 
push by manufacturers toward 
electronics, the percentage of 
locksmiths who sell electronic 
hardware crossed 60% in 2021 
and closed the gap slightly with 
mechanical. 

Anew category for us this 
year is home automation, and it 
will be interesting to see where 
that number goes in the coming 
years given the increase in home 
improvement in general. Plus, 
manufacturers that make elec- 
tronic locks for the residential 
market are tying their products 
increasingly to home-automa- 
tion systems. 

Given the broad product cover- 
age already, it’s no surprise that 
by far the biggest response when 
it comes to what category lock- 
smiths most want to add would 
be None — they’re already satu- 
rated in products. One locksmith 
who provides a broad choice of 
products and chose None says it 
best: “I like what we do.” 

It’s also no surprise that a large 
majority of locksmiths (61.7%) 
who want to broaden their selec- 
tion want to add electronic cate- 
gories, such as home automation 
or video surveillance. 


2021 Market & Product 
Segment Gains 


Respondents were asked the following 
questions about their business with respect 
to 2021: 


Which market segment increased the most for your business in 2021? 


0.5” 


Other 
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Which product segment showed the most growth for 


your business in 2021? 
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No Growth? Not Really 


hen it comes to identifying 

market or product segments that 
showed the biggest increases among 
locksmiths in 2021, there was a clear 
winner in each category — None. That 
doesn’t mean it was a bad year. It’s just 
that more respondents didn’t single 
out a market or product as having 
stood out over the past year. However, 
after that’s taken into consideration, 
trends emerge. 

Among the markets, the biggest 
increase among the categories listed 
was in institutional/facilities. That’s 
to be expected in light of two gov- 
ernment funding programs aimed at 
K-12 schools (ESSER) and colleges 
(HEERF) that were implemented in 
2020. Educational facilities were in 
line to collect billions of federal gov- 
ernment dollars, and some of that 
money went to upgrading security 
in anticipation of campuses opening 
wider to students for the 2021-2022 
school year. 

Among products, automotive 
remains atop the list, with access 
control close behind and showing 
an increase relative to the previous 
year. That came at the expense of 
mechanical hardware, which de- 
clined from 24.4% in 2020. 

Automotive’s standing is another 
indication that that market remains 
strong despite more carmakers 
going electronic and even ditching 
physical keys for an app in a few 
cases. However, with the aver- 
age age of vehicles in the United 
States at all-time highs and ongo- 
ing problems in the supply chain, 
the market should remain good for 
automotive locksmiths. 
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Revenue & Profit Trends 


Respondents were asked how 2021 revenue was trending com- 
pared with 2020 numbers as well as how profit was trending 
during the same period. 


REVENUE: 2021 vs. 2020 
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On the Rebound 


he locksmith industry suf- 

fered a difficult year in 2020, 
so, generally speaking, unless 
the economy tanked, 2021 was 
going to show as much better. 
According to our survey, it has, 
although the improvement 
wasn’t quite as dramatic as one 
might hope, and it certainly 
wasn’t across the board. 

From a sales perspective, 
45.8% of respondents say they 
showed improvement in 2021 of 
more than 1% from the previous 
year. That compares with 23.2% 
the previous year. Conversely, 
only 19.3% say their sales were 
down significantly (more than 
10%) compared with last year, vs. 
35.3% in 2020. 

Profit margins showed a 
similar improvement, with 40.8% 
saying their profits were up in 
2021 more than 1% over the 
previous year, compared with 
just 25.0% in 2020. Again, a sig- 
nificant decline in profit margins 
was seen by just 19.3% in 2021, 
compared with 35.4% in 2020. 

Comments from our respon- 
dents reflect the better times: 

“lm as busy now as | have ever 
been.” 

“We’re busier today than we 
were before the pandemic. I’ve 
added a new vehicle to my fleet 
and an extra employee.” 

After the devastation of 2020, 
when several locksmiths told 
us they closed or were about to 
close, that’s a relief. 


Business Challenges 
for Locksmiths 
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Respondents were asked about the biggest 
challenges to their business in 2021. They 

were asked to select their top three challenges, 
so the sum won’t add up to 100%. 


-_ in p ~? 
0, - 
Keeping Current with New Technology/Products 37.2 0 0? air” 


Product Delays 35.3 


i) 
Finding & Retaining Employees 29.8 . 
Aquiring/Keeping Customers 


% 
Employee Training/Certification 19.7 


Sonmjreenee’ 15.1% 
Consolidation Among 
12.4% 


Transit anning. 
Diversifying 0 
10.1% 


Other 4,1” 


Obstacles in the Way 


f course, COVID-19 and the fallout from the pandemic 

remain a big story in the security industry as well as 
elsewhere. But unlike 2020, it wasn’t the only story, as 
reflected by our survey results. Last year, the pandemic’s 
effect on business dominated, with 64.8% of respondents 
choosing it as a top challenge. 

It’s still one of the top challenges in 2021 but nothing like 
the year before as other challenges presented themselves 
in the news. 

Earlier in 2021, the security industry saw a number of 
acquisitions that led to consolidation among distributors 
and confusion among locksmiths. In the summer, the dra- 
matic closing of the Suez Canal when a massive container 


tanker got stuck became an icon of a supply chain that had 
become mucked up. The result has been massive product 
delays that have fueled price inflation. 

The pandemic, naturally, has had an effect on those 
delays by forcing the closure of plants that exacerbated 
backups and by keeping the job market in flux. In other 
words, even though it isn’t the dominant story in 2021 that 
it was in 2020, COVID’s effects continue to be felt through- 
out the security industry. 

“It’s a problem; I’m not going to lie,” Larry Schwalb, se- 
curity engineer at Houdini Lock & Safe in Philadelphia, says 
about the pandemic’s effect on the economy and related 
areas. “I’ve never seen our company so short-handed.” 


www.locksmithledger.com 1 LOCKSMITH LEDGER I [11/21] 23 


©Getty Images/By chaiyapruek2520 


focus on technology, because 
no matter what’s available, a 
better way to lock a door and 
prevent unwanted people from 
having access will emerge. 


A Lock on Interest 
| N D U ST RY ocksmiths always have had to 


Importance of Technology Advances 


Respondents were asked to select the technology or service advance- Increasingly these days, the 
ments that were most important to their business. They were asked to solution involves tne device that 


: . nearly everyone has on them at 
select their top three choices, so the sum won’t add up to 100%. fe y 
all times — the smartphone. The 


idea of opening a door by grab- 
bing that device and pressing an 
app instead of using a fob, card 
or key appeals to the public, so, 
% naturally, manufacturers push 

more smart locking solutions. 

It’s no surprise that locksmiths 
are keen on smart locks. It was 
the No. 1 technology of interest 
in 2020, and it’s No. 1 in 2021, by 
an even larger margin. 

However, we saw a consoli- 


dation of top interests as far as 
Key Machines Al 3” technology in 2021. Five technol- 
ogies topped 40 percent among 
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f P ( One locksmith who chose 
wireless solutions among his top 
three, along with smart locks, 
says, “We basically only work 
with nonhard-wired access con- 
trol systems.” 
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To put in a lock that will work with everything else existing there 
[at the door], the hybrid solution, really pops out.” 
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Product Purchase Sources 


Respondents were asked from where they buy their 
products. They were asked to select all that apply, so the sum 
won’t add up to 100%. 
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Part of the Deal 


onsolidation of distributors has been an ongoing issue in the security in- 

dustry. In 2021, it heated up again, highlighted by multiple acquisitions 
by a private-equity firm under the auspices of Automotive Keys Group and 
the merger of Banner Solutions and industry icon H.L. Flake. 

If our respondents are an indication, these deals haven’t been met with 
universal approval by locksmiths. Several spoke of a lack of good product 
selection and prices that call into question the relevance of the security 
industry purchasing model. 

The data show that, yes, locksmiths overwhelmingly still buy through 
distributors, whether local or national. But nearly 30 percent admit that 
they go to Amazon and other similar websites in addition to or in exclusion 
of distributors. 

As one locksmith asks, “If | can buy the same things on Amazon and eBay 
for the same prices or better, why do! need a distributor?” 


Request Information: 


www.locksmithledger.com/10172783 
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Personnel: Training & Hiring 


Respondents were asked the following questions about their business 
with respect to hiring workers and training. In the second question, they 
were asked to select their top three specialties, so the sum won’t add up to 
100%. NOTE: 85 respondents say they don’t expect to make any hires, so 
the percentages reflect those who do. 


How do you most prefer to receive continuing education/training? 
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Manufacturer’s 
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What specialties will you seek in future hires? 
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Looking for Workers 


hen it comes to training 

and hiring, locksmiths 
know what they want and how 
they want to achieve it. The data 
for the two personnel categories 
mostly was unchanged from the 
previous year. Online remains by 
far the most popular method for 
training, and mechanical lock- 
smithing remains No. 1 among 
hiring qualifications. 

However, several locksmiths 
mention that they look for candi- 
dates who have skills that could 
apply in any field, or as one says 
in noting what they look for: “av- 
erage body temperature; ability 
to learn coupled with mechanical 
aptitude.” 

Younger says his team focuses 
on candidates who are “good 
team players. Mechanical, IT, 
electrical, CCTV, automotive and 
safes — all of those are trainable 
skills.” 

Schwalb agrees. “The problem 
is when you hire someone with 
mechanical locksmithing, they 
might come with bad habits,” 
he says. “If they’ve never been 
trained properly, they usually 
don’t work out.” 
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NO? 


by Alarm Lock 


Ask for AirAccess Today at a Distributor Near You 


AirAccess, Trilogy, Networx are trademarks of Alarm Lock/NAPCO Security Technologies 


Request Information: www.locksmithledger.com/10171927 
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locking and unlocking. 
Electronic solutions where the physical se- 
curity was provided by mechanical locking 


hardware, electromechanical locking hardware 
(electric strikes), electromagnetic locking hardware 
(maglocks or shear locks), door operators, latch 
retractors, electrified exit devices or other hybrid 
devices. Control was by some type of electronic or 
electrical control. Traditionally, power for the elec- 
tronics as well as the locking mechanism was wired 
into the door system. 

Two examples of the Early Dark Ages are the me- 
chanical Kaba Simplex Lock and the electronic Con- 
tinental Instruments Cypher Lock. 

The Simplex was — and still is — a chunky lock 
with a key-in-knob lever and a five-button mechanical 
keypad. It looks industrial and is robust and reliable. 

The access code could be single button presses or 
button presses in pairs or three buttons, with a total of 
five presses in a combination, a minimum of three rec- 
ommended. This yields a possible 2,162 combinations. 

The Cypher Lock was comprised of a keypad anda 
control box. The control box plugged into line voltage, 
which powered the electronics and provided a power 
output to the locking mechanism. 

The keypad mounted on the wall on the exterior side 
of the controlled door, and the control box mounted 
within the protected area in a location convenient to 


by Tim O'Leary 


>» SDC IP Pro starter kit 


the door but preferably protected from tampering. Loss 
of power to the Cypher Lock rendered it inoperative, 
although versions of the Cypher Lock had battery 
backup, so loss of power didn’t prevent the unit from 
operating. 

The Cypher Lock keypad had 10 discrete switches. 
The access code required four digits, and each digit 
could be used only once in the code. That’s 5,040 pos- 
sible codes. 


Modern Times 

As you probably know, an access control system un- 

locks a door controlled by three criteria: 

+ The user’s credential(s). Initially, this was a properly 
encoded key. That evolved to a PIN code, a valid cre- 
dential, an enabled smartphone and even biometric 
attributes, such as facial recognition, or a combina- 
tion of these criteria. 

¢ Proper authorization to the building, door or area, 
at the right time of day. 

¢ User data that matches what’s stored in a database. 
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to System E | 
These days, locking solutions that are 
aimed for use at a single door are capable = = 
of becoming part of a larger network. 
he term “stand-alone door control” is somewhat 
outdated given the recent meteoric developments 
in electronic access control. 
Stand-alone door control systems initially were 
divided into: 
* Mechanical solutions that used latching hardware 
and mechanical keypads or keys to control the 


This information is stored as a list of 
valid users, possibly a list of invalid 
users, and an activity log of when 
doors are accessed, and it includes 
when and where users are within the 
system. 

In the old days, how individual doors 
were programmed, how door activities 
were communicated to the database and 
where and how databases were managed 
were differentiators among systems and 
why some systems stood more alone 
than others. Some devices had only one 
valid code or credential and didn’t test 
or compare an entry attempt with a da- 
tabase. You either were admitted or you 
weren't. Some devices stored user data 
and rules locally. Programming was at 
each door and used the unit keypad ora 
cable to connect to a programming tool 
or computer. 

Going back to the Simplex and 
Cypher Lock, here were two different 
approaches to door control with the 
same desired outcome. Permutations 
of each are used, only because of the 
improved connectivity available to com- 
puters and security systems, rarely is 
a door control stand-alone any more. 
Doors are networked more frequently, 
and programming and database man- 
agement are fast and efficient. 


>» SDC E75 stand-alone cylindrical lock 


Within the scope of a large security 
management system, there will be a 
range of openings that have different 
security requirements. So, the ease and 
ability to deploy the required security 
management solution and fulfill the re- 
quirement to add on doors rather than 
tear down and start over is what it’s all 
about. The plethora of access control 
products makes it easier to accomplish 
a wider range of solutions than ever 
before. A single door system now can 
provide a gateway to expansion. 

Following are a few examples. 


SDC E70 Series locks 
SDC stand-alone battery-powered locks 
are loaded with features typical of hard- 
wired systems. The E70 Series can ret- 
rofit existing cylindrical (E75), mortise 
(E76) or exit bar (E77) door lock preps. 
The locks are ANSI/BHMA Grade 1 
certified and operate via four AA batter- 
ies. All are keypad programmable and 
allow for four- to six-digit PIN codes. 
PS versions within each individu- 
al lock series allow for expandability 
beyond stand-alone use through SDC 
software, up to 1,000 doors each. 
More info: sdcsecurity.com 


SDC IP Pro Series 
Controllers 
SDC IP Pro Control- 
lers allow for expan- 
sion from one stand- 
alone door up toa 
100-door “Grid.” An 
additional Ethernet 
port allows IT depart- 
ments to save a port 
when connecting an 
extra door at the server. 
Every controller 
comes with secure, 
built-in software to 
manage up to 32 doors 
from any standard web 
browser to allow for 
real-time monitoring, 


» SDC E77 
PS digital 
keypad with 
card reader 
and SDC 
6100 exit 
device 


user management and an audit trail up 
to 5,000 events. Or, you can download 
free PLUS software to control up to 100 
doors from a single computer. 

More info: sdcsecurity.com 


Alarm Lock AirAccess 
AirAccess takes Alarm Lock Trilogy 
Networx and ArchiTech Networx wire- 
less locks and NetPanels, on existing 
and new installations, to anew real-time 
platform, combining intuitive cloud- 
based software and easily networked 
cellular communications that requires 
no client network, firewall or ISP access. 
The new AirAccess App, which in- 
cludes built-in free mobile credentials, 
provides an affordable hosted solution 
aimed at small and medium businesses, 


>» AirAccess from Alarm Lock 
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from a few doors and users to hundreds 
of each. 

AirAccess is the first cell-based 
hosted access control system. It’s 
virtually wire-free from the cloud to 
the door, using Alarm Lock access 
technology plus cellular communi- 
cations that make the network con- 
nections, independent from your 
customer’s networks, so there are 
no IT department or ISP issues. 

AirAccess’ dependability is built 
in with a foundation of StarLink Cell 
Communications and Alarm Lock Tril- 
ogy Networx Access Control Locks and 
Panels that have standard Wiegand read- 
ers at the doors. You can mix or match. 

Networx access locks, which feature 
global lockdown in seconds, eliminate 
door-to-door programming and audit 
trail event queries by communicat- 
ing wirelessly via Ethernet or Wi-Fi. 
As with all Trilogy locks, the Networx 
are Grade 1 certified and provide years 
of long battery life for low mainte- 
nance and easy programming via their 
keypad, programmer or remote server. 

Meanwhile, ArchiTech Networx 
Series locks feature the same durability 
and low maintenance but are customiz- 
able with hundreds of trims, finishes 
and reader designs. 

AirAccess can provide installers with 
recurring monthly revenue from Alarm 
Lock Trilogy installations. Through Air- 
Access Cloud-based software, you'll add 
real-time services to your installed base 
of all those lock accounts, while pro- 
viding customers with a new app that 
includes mobile credentials, text alerts 
and emergency response from central 
station monitoring as an option. 

More info: airaccesscontrol.com 


Cansec Webster 

Cansec knows that customers can 

change their mind at the flip of a switch: 

What they want today, they don’t want 

tomorrow and vice versa. 
MAPMINI, MAP1 and MAP2 


C) 
eececen, 


O@OSSOBEN 


@ 
Cansec 


Systems Ltd. 


MAPMINI 


PANEL LOGIC MODULE 


controllers that are provisioned with 


Webster firmware can create an expand- 
able access control solution. 

The controller works by plugging into 
a wired LAN connection and using the 
web browser on a computer or phone to 
set up and manage the system. There's 
no software to install. 

The MAPMINI controls a single 
door, the MAP1 two to four doors and 
the MAP2 two to eight doors. 

If a customer outgrows their Web- 
ster unit, the Cansec Webster Trade-In 
Credit Program allows you to return the 
unit to receive a credit on your account, 
no matter when it was purchased. 

If your customer grows beyond the 
eight-door max, Cansec can reprovision 
your Webster unit for use with Cansec’s 
First Access or CloudACS software, 


which can support up to 1,000 doors. 
More info: www.cansec.com 


Yale nexTouch 
Yale nexTouch locks come in cylindri- 
cal, sectional mortise and exit trim con- 
figurations, and they can be upgraded 
easily from stand-alone use to connect- 
ed systems because of their fully modu- 
lar technology. Options include data on 
card and Zigbee or Z-Wave wireless for 
more-complex applications, including 
multifamily and small business. 
Lock options and features include: 
« A capacitive touchscreen or push- 
button keypad 
¢ Privacy mode enabled by a button 
push 
* Up to S00 user codes in keypad-only 
operation 
* 9-volt battery backup prevents lock- 
out even if the batteries fail 
¢ Available in four finishes and three 
lever designs 
The mortise and exit trim versions 
accept conventional, interchangeable- 
core and high-security cylinders, includ- 
ing those from manufacturers besides 
Yale parent ASSA ABLOY. The exit trim 
is compatible with exit devices from 
Corbin Russwin, Dorma, SARGENT 
and Von Duprin, among others. 
More info: www.yalecommercial.com 


>» Yale nexTouch sectional mortise 
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>> dormakaba E-Plex locks 


dormakaba E-Plex series 
dormakaba’s E-Plex series of locks creates a range of system 
options. E-Plex standard locks start as a stand-alone access 
solution for a single door. Programming solutions build the 
locks into an enterprise solution that can span multiple facili- 
ties and thousands of doors. 

dormakaba’s free E-Plex software download can increase 
system control and expand the user’s lock management op- 
tions. Versions include narrow-stile trim and deadbolt locks. 
More info: www.dormakaba.com 


Paxton PaxLock Pro 

The PaxLock Pro can be stand-alone or as part of a networked 
solution, which provides a versatile access control solution 
that can grow with the demands of a site. The upgrade from 
stand-alone is simple. 

The PaxLock Pro can be used as part of a Net2 access con- 
trol system or used with Paxton 10, access control and video 
management. Versions of the PaxLock Pro are compatible 
with standard cylindrical doors that use a tubular latch or 
mortise locks. 

More info: www.paxton-access.com il 

Tim O'Leary is an experienced security consultant and a regu- 

lar contributor to Locksmith Ledger. 


>> Paxton PaxLock Pro Latch 
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HUDSON LOCK, LLC 


IN STOCK 


Experience powerful 
computerized code 
cutting with CodeMax™ 


Put the power of a computer in your 
code cutting with the CodeMax® 
Machine. Based on the industry- 
standard Blitz™ Machine, the 
CodeMax®, introduced more than 25 
years ago, is the original computerized 
code machine. The CodeMax® has an 
internal computer chip that contains 
Depth & Space Data (DSD) for more 
than 950 different lock types, plus 

a micrometer function in both inch 
and metric formats. This allows it 

to cut virtually all standard vehicle, 
commercial, residential, and furniture 
keys throughout the world. All models 
of the CodeMax® are equipped with 

a shoulder gauge safety switch. This 
feature ensures the shoulder gauge is 
out of the way before you start cutting 
a key. 


The total power of the CodeMax® is 
realized when you connect it to your 
PC. All machines come with a 25- 
foot (7.5m) 9-pin serial cable for easy 
connection to your computer. With 
HPC Software, the CodeMax® Machine 
becomes an integral part of your 
computer system. 


www.hudsonlock.com 


Request Information: www.locksmithledger.com/10172692 


www.locksmithledger.com | LOCKSMITH LEDGER I [11/21] 


31 


Electronics & Access Control 


Our list of options is a way to help security pros 


already-installed system. 

Most customers require an expert to guide 
them through the selection, maintenance and 
programming of their security equipment, and 
you should be that expert. The stand-alone lock 
category isn’t a one-size-fits-all situation, and the 
more thoroughly you understand the products 
and technology, the better you will be able to 
service your accounts. 


Distributor Resources 


ust about every lock manufacturer and many distributors 
J post helpful installation videos on their YouTube channels. 
(Search by name on YouTube.) Distributors do a great job 
of posting links to instructions on the brands they carry. 
Access Hardware has tutorials, videos and manufacturer 
links at www.accesshardware.com/learn 
Banner Solutions posts manufacturer literature at 
www.bannersolutions.com/Resources 
IDN-Inc. lists YouTube channels along with manufacturer 
information at hardware.idn-inc.com/manufacturer/resources/ 
manufacturer-websites-and-product-support/ 
IML Security and Supply has an extensive collection of 
instructions and templates at www.imlss.com/resources.html. 
Top Notch also has extensive listings by manufacturer: 
www.topnotchinc.com/Home/Manufacturers 


Find 
Answers 

Here are a few 
things to consider: 


by Tim O'Leary 


What’s the right 
lock for the door? 

Is the door an exte- 
rior door, exposed to 
the elements, vandal- ue 
ism and attempted >> An early Simplex 
break-ins? Is this a mechanical push-button 

fire door or emer- lock, one of the first stand- 


gency avie aud is alone locks on the market 
d 


the door properly 

provisioned and working? 

Is there an existing mechanism in the door, such as a 
mortise lock, deadlatch or exit device? Stand-alone 
locks aren't always the best choice when dealing with 
existing locking hardware. 

Is your solution code-compliant? 

Do the lock’s attributes meet the security require- 
ments based on risk assessment, the nature of the 
business and the expectations of the client? The risk 
assessment can be as casual as your own impressions 
based on your knowledge of the neighborhood and 
criminal activity in the area. Enhanced locks and se- 
curity might be required by the customer's insurer. 
Interior doors might protect inventory, narcotics, 
computers or patients. There are special consider- 
ations for each scenario. 

Is the product from a reputable vendor? Ever go to 
a site and think, “They don’t make ’em like this any- 
more?” A durable, well-built product from a reliable 
manufacturer might be a candidate for repair and 
reprogramming, rather than replacement. 

Is the client able to take on the responsibilities neces- 
sary to program and make occasional adjustments, 
such as adding or deleting a PIN or credential? 
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Lock P ing Guid 
become the experts their customers seek. | 
ears ago, Locksmith Ledger produced a programming 
guide for stand-alone locks. We have updated the 
guide to include single-door controllers. This technical 
library is intended to provide a concise index of the 
programming steps required for these devices. This 
guide could be helpful if you're: 
¢ Developing an overview of the product category. 
¢ Preparing a proposal to install a stand-alone lock or 
single-door controller. 

* Being asked on-site to troubleshoot or reprogram an 


Some older devices might have been 
purchased in a home center or online, 
and longevity never was a feature de- 
signed into the product. Maybe it was 
installed poorly, so you can’t disassemble 
and service it without damaging it. 

It's almost guaranteed that the install- 
er didn’t leave any notes behind, and no 
technical resources are online. You might 
have to make an investment in money 
or time to service the product. Besides 
specific firmware and software, many 
legacy products require unique cables 
and programming tools that you might 
not be able to locate or you might not 
want to acquire. 

Some customers are fixated on cer- 
tain issues. They hate battery-operated 
equipment, or they feel a misplaced 
sense of loyalty to a product they al- 
ready own. Some customers don’t want 


some of the bells and whistles we “te- 
chies” thrive on that are used to differ- 
entiate and sell new equipment. 

I try to standardize with products for 
which I’m assured I will have access to 
support and resources and are scalable, 
so in the event the client requires ex- 
pansion or enhancement of the security 
management, the product will lend itself 
to bootstrapping. 

Certain projects never will expand, 
and certain projects eventually could 
grow into many doors, one door ata time, 


installed by you. Choose wisely. 


Programming Guides 

The following is a partial listing of links 
to programming instructions for stand- 
alone locks and stand-alone door con- 
trol systems, listed alphabetically by 
company. 


For a more complete listing, 
please go to www.locksmithledger. 
com/21240510. The online version of 
this story has live links, downloads and 
updates. Email Emily Pike at epike@en- 
deavorb2b.com if you have information 
that could be added to the online article. 
¢ Alarm Lock Trilogy: 
tech.napcosecurity.com 
Cansec Webster, MAPMINI, 

MAP1 and MAP2: www.cansec.com 
dormakaba E-Plex models: 
www.dormakaba.com/us-en 

Paxton PaxLock Pro: 
www.paxton-access.com 

SDC E75, 76, 77 Series: 
www.sdcsecurity.com 


* Yale nexTouch: usyalehome.com [ll 

Tim O'Leary is an experienced security 
consultant and a regular contributor to 
Locksmith Ledger. 


Quality in Products, Service and People is always our top priority! 


oa KSP 


YOUR SOURCE FOR 
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INTERCHANGEABLE 
CORE PRODUCTS 


SFIC offered in the following keyways: A, B, C, D, E, F,G, H, J, K, L, MQ, 1C, 1D, 
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-~ © 
pa te 


Interchangeable with 
° Best 

¢ Arrow 

° Falcon 
° GMS 


KMT300 and now offering R keyway! 


SFIC Housings available as well as Convertible Rim/Mortise Housings available 
in Schlage, Sargent, Medeco, Corbin Russwin, Yale and KSP (SFIC) 


oa KSP 


33 Hermon Street * Worcester, MA 01610 
PH: 800-577-5397 * FAX: 508-753-2183 
www.iccore.com 


Request Information: www.locksmithledger.com/10172890 


www.locksmithledger.com | LOCKSMITH LEDGER I [11/21] 33 


Commercial 


by Tyler J. Thomas 


Aluminum Storefront Doors 


Here are seven things you should do when installing or servicing locks on these doors. 
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Ajig can make working with aluminum doors so much easier. 


luminum storefront doors are ubiquitous these days. 
Originally a staple only in retail settings, aluminum 
storefront doors now can be found in just about every 
setting, including commercial, education and health- 
care. As a result, aluminum storefront doors, and 
their associated hardware, are tried-and-true mon- 
eymakers for locksmiths. 

Whether you perform a fresh installation of a 
door and frame or simply replace weatherstrip- 
ping or lubricate a lock, many revenue-generating 
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avenues are associated with aluminum storefront 
doors. Installing and servicing the locks on these 
doors are perhaps the easiest of these avenues to 
get started in or expand upon. No special tools are 
required beyond what you already use for other lock- 
smithing tasks, and it’s easy to teach yourself how to 
install and service them. 

Here are seven tips and tricks I’ve picked up 
over the years when working on aluminum store- 
front doors. 


>» Police tape can keep the public away 
from your work, and safe. 


1. Working with Jigs 

Multiple manufacturers offer jigs or tem- 
plates to facilitate storefront door hard- 
ware, and these products are, by most 
accounts, exceptional across the board. 
Rather than review or evaluate any of 
these, I'll cover some of the finer points 
of their use: 

First, invest in a router that has a D- 
handle. The last thing you want to do 
is reposition your hands to turn off the 
router while the bit spins at thousands 
of revolutions per minute. This puts the 
door and, most important, you at risk 
of harm. 

Second, go slow and let the tool 
do the work. Remember the popular 
adage, “You can always take more ma- 
terial off, but you can’t put it back on.” 
Multiple passes not only are recom- 
mended, but most manufacturers also 
call for them when you use their jigs 
or templates. 

Third, for inside cutouts, or what 
you Il be doing when cutting into doors 
and frames, make sure you move the 
router in a clockwise motion. This might 
sound elementary to many of you, but 
you'd be surprised by how many people 
don't know this. 

Finally, invest in a cutting lubricant 
and overapply it to your bit and the cut- 
ting area. This will pay dividends in the 
final installation outcome and increase 
the longevity of your tools. If you're in a 
pinch, WD-40 will work — but ONLY 
in a pinch. 


2. Avoid the General Public 
Speaking of installations, we all are 
aware of the problems of the general 
public trying to sneak through the door- 
way while we're doing our work. When 
youre using a router, this has bad news 
written all over it. Imagine someone trip- 
ping over your extension cord and caus- 
ing the router to be yanked from your 
hands. Not good. 

Your best bet is to remove the door 
and perform the installation away from 
the opening. If this isn’t possible, block 
off the work area before starting work 
by positioning caution tape, your tool 
bag(s), cones, whatever around the area. 
My buddy Wayne Winton likes this ap- 
proach, and he doesn't take it lightly. 

If neither option is possible, such as 
the door being the only exit or entry to 
the building, then schedule the work 
outside of business hours. As blunt as 
this might sound, your health and liveli- 
hood supersede all, so protect yourself. 


3. Inventory is Key 

The great thing about aluminum store- 
front door locks is that they nearly always 
fall into just two backsets: thirty-one- 
thirty-seconds of an inch and 1-1/8 
inches. Locks that have a 1-1/2-inch 
backset exist, but I can count on one 


>> Exit device dogging assemblies are good fo 


>> Make sure you stock the right products, 
although you won’t have to have too 
many. 


hand the number of times I’ve encoun- 
tered them in the past 15 years. Storefront 
door locks typically fall into just two fin- 
ishes: aluminum and duronodic, or oil- 
rubbed bronze. If we factor in the three 
most popular formats (latch, hookbolt, 
deadbolt), that means you have to stock 
only 12 locks at the bare minimum. 
With that said, most manufacturers 
now offer locks that have two faceplates 
to cover both finishes. As a result, you 


can get by with just six total locks (two 


a 


r replacing in the field. 
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Another exit device under repair for dogging 


backsets multiplied by three formats), 
and they won't even take up much room 
in your shop or truck. Get those six 
and be prepared for 99% of what you'll 


encounter. 


While we're covering inventory, store- 
front door locks aren’t costly, so don’t be 
afraid to recommend a replacement in- 
stead of trying to service what’s on-site. 
You aren't doing your customer(s) any 
favors by kicking their problem down the 
road, so to speak. Replacement springs 
are sold by some manufacturers for their 
locks, but if the damaged or worn part 
isn't one of these springs or some other 
part that’s sold, just replace the lock. 


The storefront door is often the only path 
of egress for customers while inside. As 
such, it’s important that you provide 
hardware that’s right for the applica- 
tion in terms of code compliance and 
reliability. If you're new to commercial 
work, now is a great time to learn all ap- 
plicable life-safety codes and Americans 
with Disabilities Act requirements. You 
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don’t want to be held liable due to igno- 
rance of these. 

In addition, take the time to read 
manufacturers’ literature to understand 
the purpose of their products. For ex- 
ample, hook bolts are designed to repel 
crowbar attempts to “spread” the door 


from its jamb or lift it off its track. You 


Acollection of Kawneer compression 
screw/springs 
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wouldn't want to installa latch lock ona 
pair of double doors that stay unlocked 
during business hours and potentially 
put your customer’s safety at risk. Fi- 
nally, when servicing or replacing exist- 
ing hardware, don’t assume that what 
already was on the door was the right 
solution. Use your judgment and ex- 
pertise. Don’t rely solely on whoever 
specified the previous hardware. 


Exit devices on aluminum storefront 
doors are becoming increasingly pop- 
ular, at least in my part of the world, it 
seems. Perhaps the most common ser- 
vicing requirements for these exit de- 
vices are stripped or broken dogging 
assemblies. I’ve yet to encounter an exit 
device dogging assembly that can’t be 
replaced in the field in short order. That’s 
the good news. 

The bad news is that, like everything 
else in this industry, there are dozens of 
manufacturers and hundreds of models, 
and they aren't labeled readily most of 
the time. Therefore, it’s in your best in- 
terest to begin learning and identifying 
manufacturers and models, so when the 
time comes to replace a dogging assem- 
bly, or service any other part for that 
matter, you know what you're working 
with and where to find parts. 


If you do storefront door work long 
enough, then you'll know the importance 
of salvaging parts when they're available. 
Kawneer’s compression screw/springs 
are a great example of this. These things 
are a godsend. Other parts include set 
screws, cylinder collars and cams and 
various weatherstripping components. I 
strongly would advise you to put together 
akit full ofspare parts. It soon will prove 
to be a lifesaver! 

Tyler J. Thomas, CJIL, CMKA, CRL 
is vice president of Security Engineering 
Consultants in Atlanta and is the South- 
east director for ALOA. 
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ASSA ABLOY 


Experience a safer 
and more open world 


CLX3300 Series 
Cylindrical Lock 
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ss Designed to secure high-traffic spaces where aesthetics 
are important, the CLX3300 Series ANSI/BHMA 
Grade 1 cylindrical lock is manufactured of the highest- 
= quality materials to provide durability, strength, and 
reliability. It is also available in all industry-standard 
finishes with a variety of decorative levers, so you'll 
never have to sacrifice style for strength. And, it 
supports all cylinder formats — from fixed to 
interchangeable core, making the CLX3300 Series 
the ideal choice for new construction and 
retrofit projects. 


For more information, visit 
corbinrusswin.com/CLX3300 


Request Information: www.locksmithledger.com/10171822 
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ensures that a facility's doors 
continue to work as intended. 


oors in good working order often are ignored simply be- 
cause they operate smoothly. We don'tthink about doors 
being a problem until they present a problem. After doors 
become difficult to open or close, users start to abuse 
them by forcing them to perform as expected by giving 
them a slam ora shove. This causes further damage to 
the external and internal structure and mechanics. 
Through regular inspections and maintenance, 
doors will continue to perform as intended and pro- 
vide security, life safety and fire protection. Here are 
six simple maintenance steps that will keep your doors 
operating efficiently and your building secure. 


1. Inspect Hinges Regularly 

Hinges are the backbone of a door. They typically are 
the least expensive hardware item, and they also are 
ignored the most often. If one hinge fails, the support 
requirements for the opening are redistributed across 
the hinges that remain functional, which causes stress 
to the mechanics. 

Too often a door closer is adjusted to overcome 
performance changes caused by a poor hinge, but this 
adjustment or change can't sustain optimal efficiency. 
No life-cycle estimates can predict performance over 
time accurately. However, through regular inspection, 
the door itself will provide clues that signal the neces- 
sity for repair or replacement. These include: 
¢ Squeaks upon open or close 
¢ Failure to close 
* Doors rubbing the frame 
¢ Excessive force required to open 
¢ Worn metal surfacing on the barrel of the hinge 

So, inspect all hinges regularly and repair or replace 
them at the first sign of distress. When you replace, 
consider continuous hinges. Continuous hinges are a 
viable option for most doors. They’re more expensive 


by Bob Karrer 


Steps to Keeping a 
Building Secure 


Performing some simple maintenance 


>> Damage to doors and frames can jeopardize security, 
fire protection or life safety of facilities. 


and require additional training to install, but they last 
longer and support the door better than traditional 
hinges. Either way, replace those worn-out hinges. 


2. Adjust Door Closers Periodically 
When doors require more power to close and latch, lock- 
smiths default to adjusting the hydraulics. This seems 
to be the universal antidote, because that’s how most 
in our industry were taught in early training. There’s a 
more reliable solution, and it’s one I teach in my classes. 

Two simple adjustments will improve most door 
closer applications in the field: 

* Increase the spring power. 
¢ Reduce the latch speed. 

Hydraulics can’t overcome all issues. Slamming the 
door by increasing the speed might cause the door to 
latch or secure, but it isn’t the answer and could cause 
other life-safety concerns. Door closer power comes 
from the spring. Increasing spring power can overcome 
perceived issues to close and latch the door. On doors 
that aim to comply with the Americans with Disabili- 
ties Act, which must meet specific speed requirements 
as well as opening forces, adjusting the hydraulics to 
close the door faster rather than adjusting the spring 
can make the door noncompliant. 


38 


[11/21] | LOCKSMITH LEDGER ! www.locksmithledger.com 


LOCKMAS 


TERS. 


Lockmasters started out as a small family business in 1955. Three generations of the Miller family led the company that has become 
synonymous with innovation, technical expertise, training, and product solutions for security industry professionals. In 2020, Dominus 
Capital invested in Lockmasters and looks forward to continuing the growth and expansion of our unique company. 


Distribution 
9g eee - ’ 


Lockmasters prides itself on offering the products and technical 
expertise our customers need to succeed. From continuing 
to expand our product lines to adding warehouse space to 
increase our one-day shipping radius, we offer solutions and 
know-how. We remain committed to providing outstanding 
service and technical support, a quality that differentiates 
Lockmasters from other wholesale distributors. 


Two Shipping Locations - Kentucky & DC 


LOCKMASTERS 


INCORPORATE D 


2101 John C. Watts Drive 
Nicholasville, Kentucky 40356 


Education 


Lockmasters Security Institute has paved the way for security 
professionals to embrace opportunities that lead to an in- 
demand career. Whether choosing the path of a commercial 
or automotive locksmith, access control integrator or GSA 
technician, our courses offer the security professional a 
curriculum that builds confidence through hands-on-training. 
LSI is licensed by the Kentucky Commission on Proprietary 
Education and offers courses that are approved for the 
enrollment of veterans, reservists, service personnel and others 
eligible under the provisions of Chapters 30, 32, 33 and 35 GI 
Bill ®*. 


Two Training Centers - Kentucky & DC 


12011 Guilford Road, Unit 108 
Annapolis Junction, MD 20701 


To Order Call 800.654.0637 | To Enroll Call 866.574.8724 


Request Information: www.locksmithledger.com/10173488 


When door closers fail to close and 
latch the door, consider a spring adjust- 
ment first. In many cases, the problem is 
outside the door closer’s responsibility, 
and that nuance should become the focus. 


3. Tighten All Hardware 

Loose locks or hardware are detrimen- 
tal to doors and their operational duty. 
When door hardware becomes loose, the 
hardware rattles and wears out unexpect- 
edly, which makes it difficult to maintain 
atight fit to the door. This also presents a 
security problem, particularly in repeti- 
tive-use doors. 

The first step is to tighten up hardware 
regularly. The second step is to make 
sure that the screws perform properly. 
All hardware components are manufac- 
tured to fit securely, thanks to a seizing 
element provided on the screws. When 
installed properly, this thread-locking 
material allows each screw to hold itself 
in place and resist excessive force and 
vibration, which could cause loosening 
or damage. Unfortunately, these thread- 
securing materials aren't designed to be 
a continuous-use or reusable product. 

In cases where an installed lock has 
been forgotten, not maintained or must 
be disassembled and reinstalled, take 
the extra step to reapply thread-locking 
solutions. Materials such as Loctite or 
Vibra-tite can reinforce a secure fit. 

Read all labels carefully. Don’t use 
permanent solutions — ones that re- 
quire heat and torque to remove — be- 
cause the screws might have to be re- 
moved at some point. Use versions that 
require only moderate torque to remove. 


4. Fix Doors and Frames 

The first job of a door is to provide a way 
for people to get in or out ora room, build- 
ing, etc. Doors and frames endure extreme 
conditions while doing their job. The po- 
tential for damage is perpetual: Equip- 
ment moving in and out causes dents and 
damage; doors hit the frames rather than 
fit into them; and doors are wedged open 


Commercial/Residential Hardware 


>» Sometimes we exceed the life of a 
hinge, and sometimes we’ve made it 
“impossible to replace” (or so it would 
appear). 


for convenience. Misaligned doors and 
frames cause strike and latch issues. 

The reality is that the correction is 
with the door, frame or hinge and not 
the strike or latch. Some professionals 
will modify door-latching components, 
including filing strikes, in an attempt to 
fix the issues. Don’t do this. Not only 
does it NOT provide a permanent fix, 
but it also can invalidate most warranties. 

Instead, make it a priority to replace 
damaged doors and frames with ap- 
propriate products to provide egress. 
Life safety within a facility depends on 
properly aligned and functioning doors, 
frames and hardware. 


5. Apply Proper Lubrication 
Anything mechanical is subject to the 
negative effects of dust and moisture in 
open environments. Lubricating door 
hardware products helps to keep out 
dust, dirt and water and can add years 
of service life. In addition, maintaining 
a thin layer of lubrication prevents the 
fatigue associated with metal on metal. 
Add lube to your door’s mechanical 
components every few years. Choose the 
lube specific to the installation and en- 
vironment of your door hardware. Wet 
environments require a wet lubricant, 


such as grease, silicone, Teflon or simi- 
lar products. Most come in a spray form, 
which is extremely useful for difficult-to- 
reach areas. 

Dry environments can benefit from a 
wet or dry lubricant. Dry lubricants in- 
clude graphite and white lithium. Don't 
combine wet and dry lubricants. They can 
become gummy or cake up, which causes 
mechanical problems. Also, make sure to 
choose a lubricant that states “lubricat- 
ing” on the label. Don’t use degreasers, 
cleaners or water-displacement products. 


6. Stay Knowledgeable 
Professional locksmiths rely on detective 
skills and an encyclopedia of personal 
knowledge to solve problems. Their job is 
to keep doors in working order. 

As with many skilled trades, veterans 
are retiring at a rapid pace, and tricks 
of the trade that used to be shared per- 
son-to-person in the lockshop now are 
shared digitally or not at all. Often, I 
find many new people in my classes who 
didn’t grow up with any firsthand knowl- 
edge of this industry. 

There’s no substitute for sharing les- 
sons passed on from one generation to 
another. However, an increased focus on 
holistic training by manufacturers and 
professional associations is filling some 
of the gaps. Many of these are offered 
for free or on scholarship. Invest in per- 
sonalized training to maximize expertise 
and advance career opportunities. 

My dad used to say, “You've got to 
always know the way to get out of a build- 
ing, and sometimes it’s not the same way 
you came in.” That can be applied to me- 
chanical door hardware maintenance. 
Sometimes the presenting problem is 
a symptom rather than the real issue. 
Proper maintenance and repair are the 
alternate paths that can increase door 
performance. | fl 

Bob Karrer is a learning leader at dor- 
makaba Americas. He has more than 30 
years of experience in door hardware prod- 
uct development, marketing and training. 
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Sales & Marketing 


Subscribing to the 


Notion 
of RMR 


Locksmiths can make 
money without having 
to install or repair 
locks by providing 


value to their 


customers. 


he subscription economy has been well-established 
in every aspect of our daily lives. How does it work 
for the service industry, specifically the security in- 
dustry? Very well, in fact. 

As our business set out to establish a subscription 
revenue stream in 2007, we struggled with adapting 
it to our business model. It seemed like a far reach 
from what we were used to and how we went to 
market. We were a locksmith company: We show up, 
service a lock or door, charge for it and leave. How 
does a subscription model that produces recurring 
monthly revenue (RMR) fit into that? 

The alarm industry had this model figured out a 
long time ago. They created an installation model 
where the upfront price was low, contracts were 
signed and the service cost would subsidize the cost 
of goods and generate long-term RMR. 

The locksmith industry doesn’t have any RMR 
in its base business model. The inherent business 
model is you generate revenue only while you work 
fixing locks, opening doors, repairing things and 
installing new products. 

So, the basis for a subscription model is to create 
a viable, usable product that the customer pays for 
continually that generates revenue while you work 
on other installations or, even better, while you 
sleep! This article will discuss how RMR is acquired, 
how it works and what you should do to get it and 
maintain it. 


by Chad Lingafelt 


Model Business 
There are several RMR models to implement for 


your business. (I also will use the term “subscrip- 
tion model.”) RMR is a common term, but it doesn’t 
have to be monthly. There can be quarterly or annual 
subscriptions. 

Our business subscribes to several services that we 
use to run our business. We have a low monthly scal- 
able cost that gives us the ability to add and subtract 
as necessary while we get the latest from each of the 
services, because they all run in real time. 

I subscribe to Hulu and Disney+ for the kids. 
Disney takes a few dollars from me each month, and 
my kids have unlimited streaming for whatever they 
want to watch. In return, I don’t have to buy DVDs. 
Plus, the channels are portable: Whatever device we 
have, we can watch the latest movies on demand. 

All of the above companies found a way to change 
their traditional business model from a physical 
widget they have to deliver to someone to a digital 
asset or an ongoing relationship with their custom- 
ers where they continually provide value and new 
product offerings, because they changed their model 
from one that’s transactional to one that’s relational. 

Now think about your business. When we service a 
lock or a door, solve the problem and charge the cus- 
tomer, it’s a transactional relationship. You can say you 
have customers who regularly use your services, but 
are they paying you without you having to show up 
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Sales & Marketing 


and perform a service? No. Good RMR 


models include some ongoing value for 
the customer and a stream of revenue 
that doesn’t require direct service on 
your part. 

Traditional software strategies are an 
easy comparison. For example, when 
you sell a customer an electronic access 
control (EAC) system that includes soft- 
ware that installs on their computer and 
you charge them a one-time fee for that 
software, then you set it up and leave, you 
just completed a transactional sale. They 
wanted a product or service; you provid- 
ed it; transaction complete. As much as 
you want to believe it, they don’t require 
you anymore unless something breaks 
and they remember to contact you. 

How can this be turned into a value- 
added relational transaction? Offer a 
customer a cloud-based EAC system 
that has a subscription model. The soft- 
ware is always up to date with the latest 
version, and the customer logs into the 
software through a link on your web- 
site. You can provide remote support or 
create a “Tip of the Month” email sub- 
scription where you send a customer 
ways to use their system more effectively. 

You could do some of these same 
things with a nonsubscription model, 
but it still would require time on-site to 
update software and perform local sup- 
port. For this example, it’s less about 


the software and more about the way 
it’s implemented. By providing an al- 
ways-up-to-date version without you 
performing any additional work, your 
customer is subscribing to an ongoing 
service rather than making a one-time 
purchase. 

That’s what we did. When I started 
to offer this service, it was difficult to 
sell, because I didn’t understand or be- 
lieve that it could add value to the cus- 
tomer. After too many instances where 
the customer’s computer died, the soft- 
ware was corrupt or any variety of issues 
that resulted in countless hours of work 
to repair because the customer didn’t 
create backups, I started to see an upside 
to the alternative of subscription servic- 
es and cloud servers. From that point, 
it became the primary solution, not an 
alternative. The value for the customer 
was they didn't lose time, data or money. 


How to Start 

Start with the end in mind. This is valu- 
able advice we can apply to many situ- 
ations. What’s the ideal amount of rev- 
enue you would want to generate in a 
12-month period? One friend in the in- 
dustry set out with a target to cover sala- 
ries for his support staff with the revenue 
generated from subscriptions. Another 
target could bea percentage of your cur- 
rent annual revenue, such as 10%. If your 


annual revenue were 
$500,000, your RMR 
target would be $50,000. 

When working with 
targets, I start with an 
annual amount and then 
break it down to bite- 
size milestones. RMR 
of $50,000 per year is 
$4,166 per month, or 
$961.53 per week. 

Your next consider- 
ation should be what 
subscription services 
you can provide that 
would deliver that. 

Many EAC systems that have an 
RMR or subscription model follow a 
pricing structure per door. Camera sys- 
tems that have cloud storage or remote 
monitoring follow a pricing structure 
per camera, and you also could provide 
maintenance contracts that provide 
quarterly preventative maintenance or 
a service contract for locking hardware. 
Here would be a simple model: 

* 10 doors on EAC x $30 = $300 

¢ 20 cameras on cloud storage x $12 
= $240 

¢ 4 maintenance contracts x $83 = $332 

¢ 15 doors on service contracts x $15 
= $225 

Total = $1,097 per month 

These are just estimates. Actual pric- 
ing will vary depending on your products. 

This is an example of how to build 
a SMART (Specific, Measurable, At- 
tainable, Realistic, Time-Bound) goal 
structure. You will adjust the goals ac- 
cordingly based off your current busi- 
ness model. 

If you sold four of these subscriptions 
during the first month, after year 1, you 
would have created $57,044 of revenue 
that would be billed automatically in 
year 2 without additional work on your 
end. Each year, you could build on the 
previous year through further sales. You 
should allow for attrition (loss of cus- 
tomers) and other variables. 


44 [11/21] | LOCKSMITH LEDGER I www.locksmithledger.com 


Keep It Going 
After you established your RMR, you 
should do three things: 

Create a rhythm for invoicing and 
offer at least two billing frequencies. 
Monthly or annual is most common. We 
have offered quarterly and biannual bill- 
ing, too, but 90% of all our subscription 
invoices are monthly or annual. 

Create value for the customer who 
subscribes. The best customers are the 
ones you just invoice, they pay and you 
never hear from them again ... until 
they open the invoice one month and 
ask, “Why are we paying this? What do 
we get out of it?” To keep them coming 
back, you might throw in email tips, 
quarterly or biannual checkups or dis- 
counts for additional services. And let 
them know what they get in exchange 
for the subscription. We recently had 
several customers inquire about addi- 
tional administrative services for their 
systems, such as adding new users, ship- 
ping fobs or finding video clips. They’re 
willing to increase their subscription fee 
for ongoing access to this instead of ad- 
ditional charges per occurrence. 

Create a simple and predictable 
pricing model. The reason Disney, 
Hulu and other models work is because 
they’re simple and predictable. It’s the 
same value proposition you felt when 
mobile service providers started to pro- 
vide unlimited minutes, text and data 
instead of having you monitor your use 
and get frustrated with overages. They 
took the gamble that, with unlimited ser- 
vice, they would have a few individuals 
who would overuse the data but many 
who barely would use it. They gambled 
on the average and created a better value 
for their customers. Your customers will 
appreciate the predictability of the pric- 
ing model and will budget for it. 

I believe that our industry is on the 
cusp of discovering a new pricing and 
business model that will affect us for gen- 
erations to come. Software and cloud 
services are a great model to use and can 


affect your business now, but there’s no 
reason to stop there. What are other in- 
novative ways to use this model? Can 
it be applied to restricted or protected 
key systems? How could you develop a 
subscription model around the physical 
door or frame? Thinking like that will 


open new doors to RMR. Hl 

Chad Lingafelt is managing partner of 
Loc-Doc Security in Charlotte, North Car- 
olina. Loc-Doc Security has a Locksmith 
and Door division, an Electronic Security 
division and The Lab, a digital content cre- 
ation and software development division 


Where’s the Software? 


Meet Webster 


SOFTWARE BUILT-IN 


+ Need half? Buy half 

+ 2 or 4 doors 

+ Managed via browser 
+ 5,000 users 

» 5 year warranty 

+ Made in Canada 


Cutting edge simplicity® 
cansec.com/webster 
TF: +1 (877) 545-7755 


[=] Cansec 


Systems Ltd. 


Request Information: www.locksmithledger.com/10172183 


www.locksmithledger.com I LOCKSMITH LEDGER I [11/21] 45 


Automotive 


Vehicle Entry 
in 2021 


measures and increased anti-theft 
requirements, vehicles are more difficult 
to unlock than ever before. 


ithin days after the introduction of the first vehicle 
equipped with locking doors, I suspect that someone 
locked the keys inside the vehicle. As I tell my custom- 
ers who are locked out of their vehicles, “There are two 
kinds of people: those who have locked their keys in a 
car and those who lie about it.” It’s just something that 
happens — usually at the worst possible time. 

As an automotive locksmith, it’s my job to solve 
those problems. Unfortunately, too many people be- 
lieve that unlocking cars is all we do, when it’s actually 
only a small part of what we do. And as irritated as the 
customer is about being locked out, we're usually more 
irritated, because we had to pull off a job or drive out to 
the boonies when we know we could be earning more 
money elsewhere. It’s sort of a no-win situation, but 
it comes with the territory. The best that we can do is 
do the job courteously, quickly and professionally, and 
then get back to work. 

An emergency lockout is often 
the customer’s first interaction 
with a locksmith, and it’s a great 
opportunity to let people know 
that we do far more than unlock 
cars. I often offer to make the 
customer a free “mechanical key” 
while I’m there, which almost 
always helps to turn the conver- 
sation to the real work that we do. 
I get the opportunity to explain 
what a transponder is and why the 
=== mechanical key won't start the ve- 


» Vertical lock buttons went out of 
style in the 1970s but returned in 
the late 1990s thanks to incoming 
federal side-impact and rollover 
standards. 


hicle . At the same time, I explain 
that I can provide and program 
transponder keys, smart keys and 
remotes for a fraction of what 
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>» An early type of automotive door lock. When locked, 
the push-button wouldn’t operate the door latch. 


dealerships charge. Often, this comes as a complete 
surprise to the customer, and with luck they'll remem- 
ber me when they want my services or tell a friend. 
The bottom line is you can think of unlocking vehi- 
cles in two ways: It can be a chore that you grudgingly 
must do, or it’s an opportunity to get paid for advertis- 
ing your business. Word of mouth is the best kind of 
advertising there is, and you can’t buy it. But if you're 
smart, you can earn it and make a little cash at the same 
time. All you must do is be courteous, professional and 
friendly. But above all, you must avoid damage to the 
vehicle. That’s where the professionalism comes in. 


The Old Days 

As I said, people have locked their keys in their cars for 
as long as there have been cars that have door locks. 
Early lock systems were rudimentary, and there were 
lots of ways to get around them. One of the most 
popular systems included the lock cylinder inside the 
push-button in the handle that was used to open the 
door from the outside. With these systems, the vehicle 
usually had to be locked by using the key from the 
outside, so it was difficult to lock the keys inside. But if 
the keys were lost, then the vehicle had to be unlocked 
before a new key could be made. 

Basically, there was a tailpiece on the door lock that 
would release the latch when the button in the door 
handle was pushed. When the door was locked, the 
tailpiece would be rotated to a position where it no 
longer contacted the latch release. Pushing the button 
when the tailpiece was in that position wouldn't open 
the door. But when the key rotated the tailpiece to 
the unlocked position, the tailpiece would contact 
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the latch and open the door when the 
button was pushed. That seems like a 
crude system, but Ford actually used a 
similar system up into the 1980s on the 
rear doors of some vans. 

At the time, the favorite method to 
defeat this type of system was to insert 
a flat piece of metal into the door and 
place it between the latch mechanism 
and the back of the push-button. When 
the button was pushed, the flat piece of 
metal would act as a replacement for the 
tailpiece and activate the latch release, 
which would open the door. The flat 
piece of metal soon became known as a 
Slim-Jim, and a legend was born. 


» Bent-wire tools were the rage in the 
1980s and 1990s. 


As vehicles improved, so did the 
locking mechanisms. Soon, almost 
every U.S.-made vehicle used a push- 
button inside it to lock and unlock the 
door in addition to using the key. With 
this system, the vehicle could be locked 
and unlocked in two different ways. The 
inside lock button or the outside door 
lock could be used to lock or unlock the 
vehicle. This made it a lot easier to lock 
keys inside a vehicle. 

Turning the key in the door lock 
or operating the inside lock button 
controlled the same lock component. 
This component was the tailpiece, also 
known as the “cam,” attached to the 
back of the door lock. This system is 
known today as a “lazy cam” system. 
When locked, by either the key or the 
inside lock button, the outside door 
handle was disabled. Operating the 
outside handle would have no effect 


on the door latch, and 
the door would remain 
closed. When the door 
was unlocked by the key 
or the inside lock button, 
the outside door handle 
would open the door. 
The lazy cam on the 
back of the lock could be 
moved from the locked 
position to the unlocked 
position with relative ease by using 
the same flat piece of metal used on 
earlier vehicles — the Slim-Jim. Lazy- 
cam lock systems were in wide use up 
until the late 1970s, when insurance 
companies started to demand better 
locking mechanisms. 
That was when most U.S. manu- 
facturers went to a “rigid cam” lock 
system. The whole purpose was to stop 
Slim-Jims from working, and the new 
system did a relatively good job. Ina 
rigid-cam system, the cam, or tail- 
piece, of the lock moves only when 
akey turns the lock. The part of the 
mechanism that controlled the locking 
and unlocking of the latch was moved 
to inside the latch itself and suddenly 
became much more difficult to attack. 
In a rigid-cam system, the vehicle 
typically can be unlocked in three dif- 
ferent ways: 
¢ By attacking the link- 
age that connects the 
inside lock control to 
the latch. 
+ By attacking the inside 
lock control directly. 
+ By picking the lock. 
Most locksmiths at the 
time chose to attack the 
linkage between the latch 
and the inside lock con- 
trol. Sometimes a Slim- 
Jim could be used for this, 
but its effectiveness was 
reduced dramatically. As 
time passed, manufac- 
turers added guards and 


» Atypical “over and under” tool 


routed the linkage rods to make attack- 
ing them difficult. To deal with these 
increasingly difficult-to-attack linkages, 
many car-opening tool manufacturers 
introduced “bent-wire tools” to reach 
around or avoid guards and attack link- 
age rods. 

Others came up with ways to attack 
the inside lock control in more con- 
voluted ways. Lots of tools were in- 
troduced that went into the door and 
then came back up inside the passenger 
compartment to attack the lock control 
directly. These tools became known ge- 
nerically as “over and under tools.” The 
big problem with these tools was that 
after they were inserted into the door, 
they were almost impossible to remove 
until the vehicle was open. In some 
cases, they could get stuck in the door 
to the point that the door panel had 
to be removed to get the tool out, and 


» The first production side-impact airbag introduced by 
Volvo 


www.locksmithledger.com I LOCKSMITH LEDGER I [11/21] 47 


Automotive 


» A view of typical bicycle-style cables that replaced linkage rods 
inside a vehicle’s door 


in extreme cases, the tool could break the vehicle’s window. 

In the early 2000s, the National Highway Traffic Safety 
Administration began to propose sweeping regulations for 
increased safety for passengers in side-impact and rollover 
collisions. The regulations went into effect in 2009, but auto 
manufacturers around the world knew they were coming and 
started to change vehicles as early as the 1990s. The first com- 
mercially available side-impact airbag system was introduced 
in 1995 on certain 1996 model-year Volvos. 

Side-impact and rollover collision standards pretty much 
eliminated horizontal linkage rods because of the testing 
standards. In the side-impact tests, a vehicle had to survive a 
side-impact collision and roll over without the door coming 
open. It soon was discovered that linkage rods would bend in 
these situations and cause the doors to open. Generally, hori- 
zontal linkage rods were replaced with bicycle-style cables that 
had enough slack to prevent the door from opening during a 
collision. Some manufacturers went back to vertical linkages, 
which were protected by the frame of the door, and others 


» The Jiffy-Jak Vehicle Entry System, as introduced in 1999. Note 
the state-of-the-art instructional videotape. 


went to electronic systems, but the majority of manufactur- 
ers adopted cables. 

These new systems were almost impossible to attack by using 
traditional inside-the-door tools. This prompted Bob Womack 
and me to introduce the Jiffy-Jak Vehicle Entry System in 1999. 
Since then, many so-called long-reach tools have come on the 
market with varying degrees of success and sophistication. 
Long-reach tools have become the overwhelming choice of 
locksmiths, tow-truck operators and, unfortunately, the gen- 
eral public. As I walk through parking lots, it seems that almost 
every other vehicle that I pass has some sort of damage that 
obviously was inflicted by the careless use of a long-reach tool. 
Some of the things that I have seen are appalling! 


» | witnessed this insanity recently in a Wal-Mart parking lot. The 
sad thing was that the owner actually cheered when the door 
finally opened. 


Moving Forward 

In the second decade of the 21st century, vehicle entry hasn't 
become any easier, and people haven't become any better at 
keeping up with their keys. Lockouts occur every day, and 
we still are expected to have the solution. Between the side- 
impact safety measures and increased anti-theft requirements, 
vehicles are more difficult to unlock than ever before. 

Picking the door lock simply isn’t an option for the general 
public and for most in the towing industry. Picking locks is 
what locksmiths are SUPPOSED to do, at least in the percep- 
tion of the public. So that’s now the way I unlock at least 90% 
of the vehicles I get called out to unlock. 

Many locksmiths resist the idea of picking vehicle door 
locks, because, in the past, it’s been difficult. Between the 
General Motors sidebar door locks of the distant past and the 
extra-wide keyways of the Ford locks, traditional lock-picking 
tools simply didn’t work well on vehicles. But that has changed 
radically for several reasons. 

Mr. Li revolutionized automotive locksmithing when 
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» Just a few 
examples of the 
type of damage 
caused by 
careless or 
untrained people 


he introduced his Lishi 2-in-1 picks. 
Armed with his picks, I typically can 
pick open a vehicle faster than with a 
long-reach tool, such as my own Jiffy- 
Jak. And even if picking the lock takes 
a moment or two longer, it impresses 
the customer and virtually eliminates 
the possibility of damage to the vehicle. 

Using Lishi picks to unlock vehicles 
requires an investment in time and 
money. And to use them confidently, 
you have to practice. But after you know 
how to use one 2-in-1 pick, you basi- 
cally know how to use them all. 

Some people complain that Lishi 
tools are too fragile, but most of those 
who make that claim are the same ones 
who break regular lock picks. I have 
worked as a locksmith for 48 years, and 
I NEVER broke a pick while using it 
as a pick. (I have broken several while 
doing things that lock picks weren't 
designed to do!) So far, I have broken 
one Lishi tool, but I had help with that. 

A friend who is an excellent lock- 
smith routinely manipulates safe locks 
open. He owns several Lishi 2-in-1 tools 
but never has grown comfortable with 
them. Through the years, I have done 
my share of manipulation, too, and I 
know that a great deal of skill and prac- 
tice goes into being a good manipulator. 
As Ihave told my friend, learning to use 
a Lishi 2-in-1 pick doesn’t require any- 
where near the amount of practice that 
manipulation does. 


Another friend liked 
to say that picking locks 
is a “zero / hero” tech- 
nique. If you get the job 
done quickly, you’re a 
hero. Ifit takes more than 
a minute or two, you're a 
zero. The public has been 
convinced by movies and 
TV that lock-picking is fast. We all know 
that’s not necessarily true. That’s why I 
always have a backup plan. If I run into 
trouble picking open a vehicle, I’ll use a 
different technique. 

When I get out of the 
truck to unlock a vehicle, 
I normally take four to six 
things with me: 

1. Acan of electrical contact cleaner, 
usually CRC, to use as a solvent to break 
up any hardened grease inside the lock 

2. A paper towel or “red rag” to wipe 
off any excess solvent 

3. A square of foam anti-fatigue mat 
to protect my knees 

4. The appropriate Lishi 2-in-1 tool 

5. A Post-it note and a pen 

6. A magnetic flashlight if I work at 
night 

Before I get out of the truck, I look 
up the direction to turn the door lock 
if I don’t already know. (For example, 
ALL Toyota and Lexus vehicles turn 
clockwise to unlock on the driver’s side 
door, counterclockwise on the passen- 
ger side door if equipped with a lock.) 
I might also bring a plug spinner if ’m 
unsure of the turn direction. A good 
rule of thumb is to ask the customer 
which way the key turns to unlock the 
door and then pick it in the opposite 
direction. That might sound like a joke, 
but my experience says otherwise. 

It isn’t unusual to find a door lock that 
will pick easily in one direction but not 
at all in the opposite direction. When 
that happens, or if] accidentally pick the 
lock in the wrong direction, I'll decode 
the lock and write the depths on the 
Post-it note. I then might try the plug 


spinner to flip the lock into the correct 
position, but often that doesn’t work. 
But because I decoded the lock, I can 
cut a mechanical key and unlock the ve- 
hicle with the mechanical key. As I said, 
I then give the key to the customer and 
tell them to hide it on the outside of the 
vehicle in case they get locked out again. 
I typically suggest that they duct-tape 
the key to the back of the license plate, 


>» Atypical Lishi 2-in-1 tool 


because a screwdriver 
typically is easier to find than 
a wire coat hanger. 


Ifit takes longer to unlock the vehicle 
than I like, I'll switch to another method, 
usually the Jiffy-Jak, to get the customer 
on their way. I have difficulty using the 
Jiffy-Jak, or any other long-reach tool, 
because I live with torn rotator cuffs in 
both of my shoulders. I carry a folding 
stepstool in the van because I’m “verti- 
cally challenged,” and it helps me to see 
inside the vehicle better, but mostly it 


makes things easier on my shoulders. 


>» These are the Lishi 2-in-1 tools that | 
carry in my van. 


Specific Vehicle Problems 

Picking the door lock isn’t always the 
best choice. For instance, I never pick 
Lexus or Toyota vehicles that use side- 
milled keys. The split-tumbler design of 
those locks makes picking difficult, and 
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Automotive 


» | was using the Lishi HU101 2-in-1 pick to pick and decode 

the door lock on a 2018 Ford, which has a door handle similar to 
this one. The owner had to get something out of the trunk, and 
without thinking about it, | pulled the door handle while the Lishi 
tool was still in the door lock. When | pulled the outside handle, | 
broke my Lishi tool in half. 


it’s possible to damage the lock if you aren't extremely careful. 

The same goes for Honda and Acura vehicles that use the 
HON66 2-in-1 pick. If you have to pick one of those, be aware 
that you'll have to pick it three times. 

‘The first time, the lock will turn just a few degrees until the 
split tumblers from one side drop into the slot for the split 
tumblers on the opposite side. You then have to pick those 
tumblers, which typically is easier than picking the entire lock, 
until the lock is free to turn the rest of the way. Then, when 
you turn the lock back, the same thing will happen again, and 
you have to pick the same tumblers again to get the lock back 
into the “key-pull” position. Ifyou don't pick everything back 
to the key-pull position, the key won't go into the lock, and if 
the customer forces it, it can damage the lock. 

Mercedes-Benz and BMW are other vehicles that present 
special problems with respect to lock-picking. On those, I typi- 
cally use the High-Security Flip-Pick from Lockmasters. This is 


ca Z 


— oe 
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» The High-Security Flip Pick from Lockmasters, part number 
LKM2690SET 


particularly true of the two-track Mercedes vehicles. I can and 
have picked those by using a Lishi tool, but if simply unlocking 
the vehicle is the goal, the Flip-Pick generally will do it quickly. 

The same applies to Volkswagen, Audi and Porsche vehicles 
made before 2015 or so. On those vehicles, I pick the door 
lock by using a Goso pick that’s available from most distribu- 
tors. That pick is amazing in the way it can pick those locks 
with little effort or skill involved. I recently had to make keys 
for a Porsche Panamera and was having trouble picking the 
door lock by using a Lishi 2-in-1 tool. I switched to the Goso 
pick and had the lock picked quickly. I then used the point of 
my Leatherman tool to hold the plug in the turned position 
while I removed the Goso pick and inserted the Lishi pick to 
decode the lock. 

I have Lishi 2-in-1 picks for a lot of Hyundai and Kia ve- 
hicles, but those vehicles have so many different keyways, it’s 


» This Goso VW 
pick will work on most 
Volkswagen, Audi and Porsche vehicles 
from 1998 through about 2014. Because of internal changes 
made to the door locks, it works occasionally on vehicles made 
after 2014 but not reliably. This pick is made in China and can 
be purchased under a number of different names from various 
distributors or ordered directly from China. 


daunting to stock all the options. As a rule, I typically can use a 
long-reach tool on Hyundais or Kias, but if it’s a high-end Gen- 
esis, or ifit’s pouring rain and the keys are locked in the trunk, I 
can pulla key code for less than $12 and be on my way quickly. 

Speaking of rainy days, I always joked that “rainy days make 
people do stupid things with their keys.” While I was work- 
ing on this article, we had several Northwest Florida all-day 
soakers in a row. I had two vehicles at the same time that had 
the keys locked in the trunk at a big soccer match. One was 
an almost new Lexus LS and the other was a BMW 3-series 
coupe. I used the Jiffy-Jak on both vehicles but still got soaked. 

So, if you offer vehicle-entry services for late-model ve- 
hicles, you have to be prepared for a lot of different options, 
but these days a Slim-Jim or bent-wire tool isn’t going to be 
good for much more than use as a back-scratcher. HB 

Steve Young has been a locksmith since 1973 and has trained 
and taught locksmiths since 1988. Learn more at his website, 
www.autolockinfo.com. 
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Trade Show/Education 


New Products Bring New 
Training Opportunities 


ecurity industry manufacturers are following recent 
product introductions with training courses on those 
products, offered in person, at trade shows and virtually. 


HES ES100 at ASSA ABLOY Academy 
In support of the new HES ES 100 wireless electric 
strike, ASSA ABLOY Academy has added an online 
30-minute session, Installing the HES ES100 Series 
Wireless Electric Strikes with Aperio Technology. 
(Read about the HES ES100 in our August 2021 issue 
or online at www.locksmithledger.com/21228359.) 
The course begins with a step-by-step look at in- 
stalling an ES100 wireless electric strike and reader. 
Then, instructors examine Aperio communication 
hub placement and wireless technology. Along the 
way, students watch videos, explore FAQs and learn 
common troubleshooting tips. A knowledge check 
at the end of the course allows students to test their 
skills and gain access to valuable resources and refer- 
ence materials. 
By the end of this training module, students should 
be able to: 
+ Install the ES100 wireless electric strike. 
¢ Connect and mount the ES100 reader. 
+ Install the optional door position switch (DPS) and 


» dormakaba training class 


latch monitoring. 

¢ Demonstrate correct Aperio hub placement. 

* Describe what types of wireless coverage patterns the 
Aperio hub supports. 

¢ Provide examples of site conditions to check to avoid 
potential wireless interference issues. 

¢ Connect the ES100 with an Aperio AH20 1-to-1 
Wiegand hub. 

* Recognize the differences between the basic, pre- 
paired hub functionalities and the advanced, field- 
configurable options. 

ASSA ABLOY Academy also added the two-hour 
course, Understanding Electric Strike Selection. This 
session will review conducting a site survey to deter- 
mine the correct electric strike for an application. This 
course covers common door hardware and what you 
should know to select the strike designed to work with 
the hardware, as well as “outside the box” options to 
consider. A knowledge check at the end of the course 
allows students to test their skills, plus gain access to 
valuable resources and reference materials. 

By the end of this training module, students should 
be able to: 
¢ Recognize the key factors and considerations when 
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» The newest Detex webinar will cover 
touchless door operator activation. 


selecting a strike for an application. 
¢ Summarize building codes as they 
apply to electric strikes. 
¢ Assess how to match a door lockset to 
an electric strike. 
Discuss what to do with a storefront 


opening and all glass as hardware 
changes. 
More info: www. assaabloyacademy. 
com 


Alarm Lock AirAccess 

Alarm Lock’s AirAccess is a scalable, 
cellular, cloud-based ecosystem that’s 
easy to install and operate and offers 
potential recurring monthly revenue 
for installers. 

Product certification is part of the 
plan, according to Alarm Lock training 
manager Andy Phelps. He will present a 
full-day training course on AirAccess at 
the IML Nevada Expo, from 8 a.m. to 5 
p.m., Nov. 4, 2021. 

Course description: The student will 
be shown how to set up an AirAccess 
cellular radio for the customer via the 
NAPCO Comnet website. AirAccess 
web-based software will be covered, in- 
cluding gateway enrollment, expander 
discovery and lock discovery. The ele- 
ments of the software to be covered in- 
clude but aren’t limited to Personnel, 
Access Groups, Schedules and Holi- 
days. The AirAccess app, which includes 
mobile credentials, also will be covered. 


The class will dive deep into the AirAc- 
cess software and cover the differences 
between it and Alarm Lock’s Networx 
DL Windows software. 

For additional dates and sessions, 
visit www.alarmlock.com/seminars. 
See Andy Phelps demonstrate the Air- 
Access at ISC West at www.securityin- 
fowatch.com/21230933. 


Detex Touchless 

Door Activation 

Touchless Door Activation, a timely 
topic, is the latest addition to Detex’s 
series of 30-minute webinars on Thurs- 
days at 2:30 p.m. Central. 

This new class, to be presented by 
Scott Peck on Nov. 11, will cover the 
touchless automatic operator activation 
accessories. These touchless activation 
switches are a new addition to the Detex 
automatic operator line and are increas- 
ing in popularity. The webinar will cover 
how they work, their power requirements 
and a brief overview of their installation. 
Sign up at www.detex.com/events 


dormakaba Training 
dormakaba offers a wide range of in-per- 
son and online training programs across 
its full range of products. Visit www.dor- 
makaba.com/us-en/support/training 
to sign up for electronic access control 
webinars or enroll in the following e- 
Learning courses: 

BEST Switch Tech Program: This 
training program will take about 90 
minutes to complete and is intended for 
sales, partners, technicians and techni- 
cal service personnel. In addition, users 
of Switch Tech who have the following 
management roles — administrators, 
partners, service providers, account 
owners and site owners — may take 
the program. This program consists of 
several eLearning modules and tests. 
Topics include how Switch Tech works, 
its benefits and competitive advantages, 
specific use cases and the procurement 
process. 


TT | 
IML Expo Schedule 


(though a few of their expos 

f \ had to be scaled back be- 

cause of COVID, IML Security 

Supply continues its hefty training 

series at the final IML Expo of the 

year Nov. 3-5, 2021, in Las Vegas. 
The lineup includes 28 couses. 

Online registration closed Oct. 
26. However, you can register on- 
site for any unfilled courses. Talk 
with a local IML representative for 
full details. 

If these classes are filled or if 
you want a different location, mark 
your calendar for the 2022 IML Expo 
Series: 

March 9-11: Universal City, 

California 

April 13-15: Renton, Washington 

June 22-24: Denver 

Aug. 10-12: San Antonio 

Sept. 21-23: Kansas City, Missouri 

Nov. 2-4: Las Vegas 


dormakaba Switching Power 
Supply Introduction: This hourlong 
self-paced eLearning course consists 
of two videos and two short tests. It’s 
intended for all audiences and provides 
a broad introduction to dormakaba’s 
Switching Power Supplies. Topics in- 
clude the reason for change, market 
demands and competitive advantages. 
It concludes with a conversation of fre- 
quently asked questions (FAQs). 

BEST Wi-Q Series Introduction: 
This half-hour self-paced eLearning 
course is an introduction to BEST’s 
Wi-Q Series. The course is intended 
for a general audience. Topics include 
product overview, benefits and features, 
system architecture and applications 
within verticals. After the course, stu- 
dents will be given a short test. 
Visit the dormakaba YouTube chan- 
nel for an extensive library of instal- 
lation videos: www.youtube.com/c/ 
dormakabaAmericas. 81 
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m Automotive by Herman Manzanares III, RL 


Spare-Tire Locks Create 
Unique Challenge 


The restoration of two classic Chevrolet 
Corvettes involves picking the lock to 
create new keys. 


hen the weather is good, classic autos pop up all 
around the country. However, before those classic 
autos can draw the love and admiration of those who 
see them, they must be restored. 


Part of the restoration process includes making 
keys for the spare-tire locks found on classic Chev- 
rolet Corvettes, and, recently, we got to handle that 
job on two models: one from 1968 and another from 


>» Image 1: The rear bolt assembly of a 
classic Chevrolet Corvette 


1970. The locks referenced on both models were used 
from 1968 to 1982, but little information on servicing _ tension rod. After the cylinder has been picked, press the 


those locks is available. 


The Job 


The first order of business is to remove the rear bolt 
assembly, which holds the tire to the back of the Cor- 
vette. It consists of three pieces: the bolt assembly, the 
bracket and the nut. (Image 1) 


>» Image 2: Shims were inserted 
into the small space between the 
lock and the head of the rear bolt 
assembly, seen at the top. 


Then, you have to remove the 
lock from the rear bolt assembly. 
The head of the rear bolt assem- 
bly proved exceedingly difficult to 
remove with the lock attached and 
took a little bit ofluck. To remove 
the lock, shims were inserted into 
the small space between the lock 
and the head of the rear bolt as- 
sembly. (Image 2) After the shims 
are inserted, a lot of time and pa- 
tience is involved in getting the 
head to align on the shims to pop 
out of the lock assembly. (Image 3) 

To service the spare-tire lock, 
the cylinder must be picked clock- 
wise. We picked the lock by using 
an HPC hook pick and a standard 


roll pin on the left side of the lock face inward to release 
the cylinder from the lock housing. (Image 4) The lock 
cylinder is made of pot metal, unlike the housing, so be 
careful when servicing the cylinder to prevent damage. 
The spare-tire locks can use different keyways de- 
pending on the production year, as ours did, so it’s 
important to predetermine the keyway used if you're 
trying to match origi- 
nal specifications. We 
used the Ilco Auto Ref- 
erence Guide to cross- 
reference the appropri- 
ate keyway. (Image S) 
To reinsert the cyl- 
inder back into the 
housing, you insert 
the lock cylinder with 
the key as far as it will 
go before the cylinder 
stops. After the stop- 
ping point is reached, 
push down on the 


cylinder retainer pin. >) Image 3: The Corvette 


(Image 6) With the re- spare-tire lock removed from 
tainer pin depressed, the assembly 
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» Image 4: The lock 


housing minus the cylinder. _ the lock will click back into its op- 


Note the roll pin at left, erable position. 
which has to be pressed to 
release the cylinder. 


vehicle. (Image 7) 


ast ; 


>> Image 6: The back of 
the lock housing with 


the cylinder retainer pin 
showing havea key. Hl 


Herman Manzanares III, RL, is 
co-owner of Los Alamos Lock & Key in Los Alamos, New Mexico. 
He has 25 years of locksmith experience. He can be reached via 


the web at www.losalamoslock.com. 


>> Image 7: A restored lock and rear bolt assembly ready for 


reinstallation 


keyway for a 1968 Corvette. 


After being cleaned and ser- 
viced with some brass cream and 
a buffer wheel, the lock looks like 
new. The lock is reinstalled onto 
the rear bolt assembly, and it’s now 
ready to take its place back on the 


If the rear bolt assembly or the 
lock has to be replaced, that will 
add to the service charge, and an 
optional silicone lock cover, which 
helps to protect the lock while not 
in use, adds a few more dollars. 

Although they might be out of 
. sight, the spare-tire locks are an im- 
portant piece to the Corvette res- 
toration puzzle, even if they don’t 


If you have one of these locks, you 
need to contact dormakaba 
immediately. Your lock may prevent 
access at 8:00pm local time 
November 24, 2021. 
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New Products 


LiftMaster Next-Gen Garage Door Openers 


LiftMaster introduced 

its next generation of 

garage door openers. 

LiftMaster’s new 

product line includes 

four openers that 
have different features 
and a range of prices. 

Notable new features 

in LiftMaster’s new 

line of garage door openers include: 

« Asleek new profile. 

+ Integrated LED lighting, which increases the functionality 
of the garage space and means never having to change a 
garage light bulb. 

« Abuilt-in camera adds streaming video, recorded events 
and two-way communication to the myQ app, so you can 
see that your family and home are safe and secure. 

« Improved Wi-Fi connectivity and enhanced memory to 
support new myQ features and solutions. 

« Integrated Bluetooth technology to reduce setup time and 
make it even easier to connect to the myQ app, other myQ 
devices and smart-home technology solutions. 

+ Battery backup so you can open or close the garage door 
even when power is out. 

+ Remote diagnostic capabilities to keep track of the 
device’s health and ensure quick and easy service repairs 
when necessary. 

The openers’ enhanced myQ technology lets dealers 
expand from garage access to whole-home access through 
LiftMaster Smart Locks and cameras. In addition, the myQ 
app allows homeowners to share and manage home access 
and enable smart-access experiences, such as Amazon 
In-Garage Grocery Delivery. 

More info: LiftMaster.com 


~~" 


>> Request Information: www.locksmithledger.com/21238398 


LAB Key Gauge ae 
LAB has announced a new Key Gauge (part nay 
no. LKG002) that can be used to support oe = / 
common lock companies. ae 


The Key Gauge is a 6-in-1 gauge made Miss: / 
of stainless steel that’s designed for sf 
Kwikset, Schlage, Medeco, Yale, Master 
Lock and SARGENT. 

It has a half-moon cutout for most C clips. 

Dimensions for the Key Gauge are: 3-7/8 in. (I) x 2-9/64 in. 
(w) x 3/64 in. (d) 

More info: www.labpins.com 


>> Request Information: www.locksmithledger.com/21240353 


Baldwin Emergency Egress Handlesets 


Simultaneously retract the 
latch and deadbolt in one 
effortless motion with Baldwin 
Reserve’s Egress Handlesets. 
Five interior handleset 
escutcheons that have egress 
functionality are available ina 
variety of finishes to comple- 
ment any design aesthetic. 
The newest finish, Satin Brass, 
is resistant to weathering, 
deterioration, harsh UV rays 
and damage produced by salt 
air, which makes it suited for 
coastal homes and areas that 
have temperature extremes. 
More info: www.baldwinhardware.com 


>> Request Information: www.locksmithledger.com/21239465 


Hanwha Techwin Touchless Intercom 


ae Hanwha Techwin, 

a global supplier of 

IP and analog video 
surveillance solu- 
tions, introduced the 
TID-600R Network 
Intercom Station, 
which features a 
2-megapixel sen- 

sor and Hanwha 
Techwin’s signature WDR (wide dynamic range) and low-light 
performance. The lens delivers a wide 180-degree field of view, 
while IR provides up to 16 feet of illumination from the station 
at night. The built-in speaker and microphone provide excel- 
lent call clarity and up to 85 decibels of volume at 20 inches. 
The TID-600R features a unique, touchless call system where 
users simply present their palm within six inches of the station 
to initiate a call. The station, which has full support for SIP 2.0, 
integrates easily with a wide variety of VMS, access control, SIP 
phones or PBX servers. 

The intercom station also features echo cancellation, 
noise reduction and a built-in tamper switch and relay for 
stand-alone door access. Users can program audio messages 
to be played automatically when the device is approached 
or when a call is initiated. Hanwha Techwin analytics, such 
as line crossing or loitering, are included. The 1-15/16 in. 

(w) x 6-1/2 in. (h) x 1-57/64 in. (d) form factor allows for easy 
installation on a door mullion or other surfaces. Tilt-mount, 
flush-mount and white or dark gray colors are available. 
More info: www.hanwhasecurity.com 


Front Back (Piano) Side 


>» Request Information: www.locksmithledger.com/21239529 
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SF1008-WP 
Award-winning vandal 
resistant, weatherproof, 
outdoor rated standalone 
door controller. 


ZK 


USA 


ZKTeco has the most complete, personalized, 

and dependable touchless solutions in the security 
industry, including check-in kiosks, turnstiles and 
door controllers with integrated Bluetooth, QR code, 
RFID and multi-biometric readers. 


SF1008T+ 

Palm-vein & facial recognition 
standalone door controller 
with mask detection. 


862 505 2101+ zktecousa.com SCAN FOR A DEMO 


Request Information: www.locksmithledger.com/12108243 


New Products 


Master Lock ProSeries 
Bluetooth Padlocks 


Master Lock has expanded its Bluetooth- 
enabled product family with the introduc- 
tion of its ProSeries Padlocks. The new 
high-security padlocks come with a variety 
of shackle options, a durable weather cover 
for outdoor use and software compatibility, 
which provide businesses with enhanced 
security and cloud-based simplicity for job 
sites and facilities of all sizes. 

The Bluetooth ProSeries Padlocks 
deliver new security and functionality 
options within the Master Lock Vault Enterprise system, which 
provides businesses with a convenient way to control access, 
manage assets and improve accountability, while eliminating 
the cost, security risk and complexity of physical key manage- 
ment. By using Master Lock Vault Enterprise, businesses of all 
sizes can experience seamless integration with the extended 
family of Master Lock’s indoor and outdoor padlocks, lock 
boxes and door controller for comprehensive security, with 
no incremental credential fees included. The padlocks feature 
a numeric 10-digit keypad, which allows users to have easy 
access through manual codes, in addition to access via a 
mobile app for increased flexibility. 

More info: www.masterlock.com/solutions/vault 


>> Request Information: www.locksmithledger.com/21240154 


Tyco Kantech KT-2 


Johnson Controls introduced the Tyco 
Kantech KT-2, an adaptable two-door 
controller that’s cost-effective and 
easy to install and operate for small to 
medium-size businesses. 

The KT-2 can be used as a stand- 
alone system or integrated with the 
EntraPass Security Management 
Software to provide a cost-effective solution for access control 
installations that typically require extensive cabling. When in 
Standalone Mode, the KT-2 door controller can be managed 
through a dedicated web browser. Installers of the KT-2 will 
find deployment quick and seamless by using an intuitive 
wizard-based platform that guides them through the setup and 
installation process. 

The KT-2 is compatible with EntraPass software (v. 8.40 or 
higher). The capacitive touch-sensitive screen provides one- 
button programming for plug-and-play installation. 

The KT-2 supports two readers, ioModules and other KT con- 
trollers, such as the KT-1 and KT-400. When paired with Kantech 
ioSmart readers, the KT-2 provides end-to-end encryption. 
More info: kantech.com 


>> Request Information: www.locksmithledger.com/21240286 


Belden OSDP Access 
Control Cables 


Belden OSDP Access Control Cables 
provide high levels of security, flex- 
ibility, convenience and performance 
to connect security and access control 
systems. Individual cables are affixed 
to a center spline through patented 
Banana Peel construction, which means 
an overall jacket isn’t required. This 
combined with rip cords save up to 31% 
installation time. Available in spline, 
AWG and shielding options, each cable 
component is color-coded, with the 
application printed on the jacket. 

More info: www.belden.com 


>> Request Information: 
www.locksmithledger.com/21240082 


27 tyep, Tyco illustra Pro 


*) Gen4Mini-Dome 
Cameras 


Johnson Controls introduced 

Tyco Illustra Pro Gen4 2MP, 4MP and 

; 8MP Edge-Al mini-domes, part of a 
a growing portfolio of IP cameras that 

focus on delivering artifical-intelligence 

(Al) classifications, customizable rules and accurate 

event notification at the edge, while still maintaining 

the core attributes of ease of installation and enhanced 

cybersecurity. 

This new line of cameras provides commercial and light- 
commercial organizations with the capability to respond 
to incidents faster than ever before as Al enhances the 
speed and accuracy of forensic searches. This is achieved 
by embedding object classification capabilities directly on 
security cameras. Events can be narrowed to classes, such 
as a person, car, bus, motorcycle or bicycle. 

Illustra Pro Gen4 cameras include an integrated recess 
mount, QR code and Illustra mobile app configuration and 
application profiles that automatically adjust the camera’s 
settings based on the chosen profile. This makes them 
designed to be simple to use and easy to install. 

True day or night camera functionality and built-in infra- 
red Illumination ensure that clear, sharp images of objects 
can be captured at a distance of up to 165 feet regardless of 
the lighting conditions. 

More info: illustracameras.com 


>» Request Information: www.locksmithledger.com/21240355 
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Extended 
Reach 


«Transmits up to 1800ft (900MHz) 
* FCC and IC Certified (315MHz) 
* 315MHz & 900MHz 


») 


+ Over 18 quintillion possible codes 


+» RF Anti-scan protection 


User Friendly & 
Widely Compatible 


+ Transmission LED also serves as battery life indicator 
+ Compatible with 315MHz or 900MHz 
SECO-LARM receivers 


315MHz Series 
Range: 


500ft (150m) 


900MHz Series 


Range: 


1,800ft (550m) 


Tel: (800) 662-0800 Email: sales@seco-larm.com 
Fax: (949) 261-7326 Website: www.seco-larm.com 


CO-LARM 


SECO-LARM’ ENFORCER’ CRIMEBUSTER CBA S@Z/ s@ Ke ( cebbiaiered Manufacturer of F-N/FORCER’ 


Request Information: www.locksmithledger.com/10174070 


News Briefs 


ASSA ABLOY to Acquire Kwikset, Baldwin Owner 


») The announcement 

that ASSA ABLOY 
agreed to purchase the 
Hardware and Home Im- 
provement (HHI) division 
of Spectrum Brands left ev- 
eryone poised to see how the 
deal would shake out for the 
security industry. Answers 
should start to come by the 
end of the year. 

The $4.3 billion acqui- 
sition, should it be com- 
pleted, would bring well- 
known security brands Kwikset, 
Baldwin and Weiser under the same 
corporate umbrella as Yale, Medeco 
and Emtek, among others. 

In a statement, ASSA ABLOY says 
the acquisition is a “strategically impor- 
tant step” in developing its residential 
business in North America while also 
supplementing the company’s “reputa- 
tion for innovation” on the commer- 
cial side. While reinforcing that the 
acquisition was “complementary” to 
the business, Rebecca Samuel, direc- 
tor of communications and branding 
for ASSA ABLOY Opening Solutions, 
says the company would have nothing 
more to say until the deal was closed, 
which is expected by year’s end. 

Analysts say the combination of 
Kwikset and Baldwin with ASSA 
ABLOY’s existing consumer-focused 


>» Baldwin Evolve 


product lines, such 
as those from Yale 
and August Home, 
would create a resi- 
dential access control 
juggernaut. 

“The acquisition 
of Spectrum Brands’ 
Hardware and Home 
Improvement divi- 
sion by ASSA ABLOY 
brings together the 
two leading door 
lock-makers, in terms 
of market share, in the smart-home 
industry,’ says Patrice Samuels, senior 
analyst at market research firm Parks 
Associates. “The collab- 
oration between these 
teams should drive high 
innovation and better 
user experiences in the 


fo) fo) 


smart-door-lock industry 
and give ASSA ABLOY 
greater influence in set- 


Larry Schwalb, secu- 


ting industry standards.” \ 
q 


rity engineer with Phil- 
adelphia-based Houdini 
Lock & Safe, which has 
been in business for nearly 
70 years, calls the acquisi- 
tion a “game-changer.” 
“What they are really after is the 
grade 3 hardware business — Kwikset 


LifeSafety Power Receives LenelS2 Factory Certification 


aren} 


C 
7 


>» Kwikset Home 
Connect 620 


ASSA ABLOY 


Spectrum Brands 
Kwikset BALDWIN 
and Baldwin — and getting into those 
big boxes,’ Schwalb says. “One of the 
most popular things people need is 
locks and keys. Buyers want it so cheap 
that they will drive by four locksmiths 
and a hardware store just to get a dead- 
bolt at a big-box store. People will buy 
a deadbolt for $20 and think that’s ad- 
equate for their home.” 

Schwalb says the deal is somewhat 
reminiscent of when Stanley Works 
acquired Best Access Sys- 
tems in 2002. However, 
he expects that ASSA 


4 c ABLOY will keep many 
= of the acquired brands 
o 0 rather than sell them off. 


“They'll keep Kwik- 
set; Kwikset is a huge 
asset,” he says. “They'll 
keep Baldwin. Baldwin 


— is another great asset. 


It’s a really interesting 
development.” 

Joel Griffin, editor-in- 
chief of SecurityInfoWatch. 
com, and Paul Rothman, editor-in-chief 
of Security Business magazine, contrib- 
uted to this report. 


»> LifeSafety Power, an ASSA ABLOY company, has received 
LenelS2 factory certification and joined the LenelS2 OpenAc- 
cess Alliance Program (OAAP). 

LifeSafety Power’s NetLink NL4 and NLX Network Communi- 
cation Modules interface with OnGuard access control software 
versions 8.0 and 7.6 to provide advanced power management 
for enterprise access control systems. NetLink adds proactive 
monitoring and management capabilities to LifeSafety Power’s 
power systems, interfaces directly with the OnGuard platform 
and is engineered to handle applications that require network 


management. All power system alerts are now viewable in the 
OnGuard software. 

“The ability to receive alerts and notifications on all power- 
connected systems through the OnGuard system brings greater 
intelligence to access control solutions,” says John Olliver, 
senior vice president of sales and marketing for LifeSafety 
Power. “For the end user and systems integrators, managed 
power improves the ability to pre-emptively assess power status 
for greater reliability and uptime.” 

More info: www.lifesafetypower.com 
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COMING SOON 


, 


EDITION 


FOUR WHEELS OR TWO? THIS VERSION WILL 
DO! HIGH-SECURITY, DOUBLE-SIDED, TIBBE, AND 
DIMPLE—TRITON AUTOMOTIVE MAKES 
CUTTING KEYS SIMPLE. 


Comme te 
EDITION 


MOST BUILDINGS WITH DOORS AND PADLOCKS 
GALORE, THIS TRITON CUTS TUBULAR KEYS, 
AND MORE! FROM APARTMENTS TO HOUSES, 
HIGH-RISES AND SCHOOLS— 

TRITON COMMERCIAL IS A WONDERFUL TOOL. 


[fia 
EDITION 


IF IT'S GOT WHEELS OR WINGS, OR TUBULAR 
THINGS, ULTIMATE TRITON IS FIT FOR A KING. 
COMMERCIAL, RESIDENTIAL, BIKES AND 
LOCOMOTIVES, ALL JAWS ARE 

INCLUDED—EVEN AUTOMOTIVE! 


TRITONKEYMACHINE.COM 


AUTOMOTIVE © COMMERCIAL © ULTIMATE 


Request Information: www.locksmithledger.com/12369841 


ap) TownSteel 


PERFECTION IN PROTECTION 


Learn more and contact us at www.townsteel.com 
Toll Free: 877-858-0888 Tel: 626-965-8917 Fax: 626-965-8919 
sales@townsteel.com 17901 Railroad street, City of Industry, CA 901748 


Request Information: www.locksmithledger.com/10173537 
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News 


American Security, the largest U.S. custom safe manufac- 
turer, is holding a year of activities to commemorate its 75th 
anniversary, which began in 
September 2021. 

“American Security’s suc- 
cess is a result of 75 years of 
innovation, customer excel- 
lence, accountability and 
teamwork,” says CEO Drew 
Meng. “Since 1946, American 
Security has been dedicated 
to designing and building the 
best performing high-secu- 
rity safes on the market for 
home and businesses.” 

American Security holds 
more than a dozen technol- 
ogy and engineering patents 
and several industry firsts, 
including the first round door 
vault (1958), the first domes- 
tic-built U.L.-listed TL-15 and TL-30 composite safes (1989), the 
first retro-fit group II electronic safe lock (1990) and the first 
burglary and fire composite gun safe (1999). 

Eight years ago, Donny McKay, the company’s vice president 
of marketing and engineering, helped American Security enter 
the smart-safe market with the CashWizard smart safe. 

“CashWizard makes it easier for operators of corporate- 
owned and multilocation franchise retailers to manage their 
safes and cash flow from afar,” McKay says. “Our smart-safe so- 
lution reduces the number of touch points in the cash-manage- 
ment process and saves our clients thousands in labor costs.” 

American Security has many activities planned to engage 
customers, partners and employees, including a limited edi- 
tion of diamond anniversary gun safes, which will debut at the 
2022 Shot Show in January 2022 in Las Vegas. 


| - F Fe . 
al * °?4. 


Safe construction at AMSEC’s 
Fontana, California, factory 


LS 
L 
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American Security has produced many safes in 75 years. 


More events will be announced 
during the celebration that will con- 
clude in August 2022. 

View more industry firsts 
and patents at american- 
securitysafes.com. 


ONVIF Introduces 

Add-On Concept 

» ONVIF, a global standardization ini- 
tiative for IP-based physical-security 
products, announced the add-on con- 
cept, which extends the ONVIF confor- 
mance process to individual product 


leg ma 


features that can solve a specific use 
or end-user demand. This new concept 
enhances the capability of ONVIF to re- 
spond more quickly to market demands 
through increased interoperability and 
flexibility of choice for end users and 
systems integrators. 

“The demand for more standardized 
solutions that can solve a wide variety 
of use cases is only continuing to grow,” 
says Leo Levit, chairman of the ONVIF 
Steering Committee. “As profile develop- 
ment can bea lengthy process, add-ons 
will allow ONVIF to more quickly offer 
additional capabilities and function- 
alities that carry the weight of ONVIF 
conformance to the market.” 

An ONVIF add-on is one or more fea- 
tures that solve a particular use case, 
such as standardizing file formats when 
exporting video. To conform to an add- 
on, a product also must conform to an 
ONVIF profile. The add-on concept en- 
hances the ONVIF profile model by en- 
abling conformance claims to additional 
features and capabilities that aren’t al- 
ready included in ONVIF profiles. 

An ONVIF profile involves a compre- 
hensive set of features that enable a 


functional product to be developed solely 
on the profile specification. Features in- 
cluded in profiles can’t be changed, but 
add-ons are easily adaptable to evolv- 
ing technology or specification require- 
ments. Because an add-on supports ver- 
sion-handling, it can be updated quickly 
to adjust for new technology. 


Extending ONVIF conformance tests 
to include optional add-ons ensures that 
an ONVIF-conformant device, such as an 
IP camera, and an ONVIF client, such as 
a video management system, that con- 
form to an add-on will work together 
regardless of the manufacturer. 

More info: www.onvif.org 


Key Sales and Supply Company 
9950 Freeland Ave. 
Detroit, Michigan 48227 
1-800-445-KEYS (5397) 
313-931-7720 
Fax: 1-800-828-KEYS (5397) 
Local Fax: 313-931-7758 
keysalesandsupply@hotmail.com 
www.keysalesandsupply.com 


sentrySafe GQ SSTRATTEC 


Request Information: www.locksmithledger.com/10173956 
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Calendar 


>> NOVEMBER 2021 


Nov. 3-5: IML 2021 Nevada Expo, Las Vegas. More info: 
www.imlss.com 


Nov. 15-19: DHI Western Canada Fall Technical School, 
Calgary, Alberta, Canada. More info: www.dhicanada.ca/ 
education/fall-western-technical-school 


Nov. 17-18: ISC East, Javits Center, New York City. More 
info: www.isceast.com 


Nov. 17-18: Louisiana Life Safety and Security Associa- 
tion 25th Annual Convention, Pontchartrain Convention 
Center, New Orleans. The event will include a golf tourna- 
ment, CEU classes, state meeting and trade show. More info: 
www.llssa.org/convention 


>> MARCH 2022 


March 9-11: IML California Expo, Universal City, California. 
Classes March 9-10, Expo March 11. Preregistration will open 
in early 2022. More info: www.imlss.com 
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March 22-25: ISC West, Sands Expo Center, Las Vegas. 
More info: www.iscwest.com 


>» APRIL 2022 
April 4-9: Safetech 2022, Lexington, Kentucky. Classes 
April 4-8, trade show April 9. More info: www.savta.org 


April 13-15: IML Washington Expo, Renton, Washington. 
Classes April 13-14, Expo April 15. More info: www.imlss.com 


April 20: Security Canada East, Laval, Quebec. 
More info: www.securitycanada.com 


>> MAY 2022 


May 27-28: Just Cars Auto Expo 2022, Phoenix. 
More info: www.justcars.us 


>> JUNE 2022 


June 22-24: IML Colorado Expo, Denver. Classes 
June 22-23, Expo June 24. More info: www.imlss.com 


>> JULY 2022 


July 24-30: ALOA 2022, South Point Casino, Las Vegas. 
Classes July 24-28, Security Expo July 29-30. 
More info: www.aloa.org/convention 


To submit your events, email epike@endeavorb2b.com. 


>» ONGOING 
Alarm Lock, Marks USA and NAPCO Seminars: 
www.alarmlock.com/seminars 


Allegion Security in 30 Webinars: us.allegion.com/en/ 
campaigns/Security-in-30.html 


ALOA Security Professionals Ongoing Webinar Series: 
www.aloamembers.org 


ASSA ABLOY University Webinars: 
www.assaabloyacademy.com 


Detex webinars: www.detex.com/upcoming- 
training/webinars 


dormakaba webinars: www.dormakaba.com/us-en/ 
support/training/webinars 


H.L. Flake/ALOA webinars: 
lock.hlflake.com/event-directory 


Mul-T-Lock Academy: www.mul-t-lock.com/en-US 


SALTO Systems webinars: www.saltosystems.com/ 
en-us/training 
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iccBres.com 


Main’s Lock Supply 


1-800-352-1773 


Order hardware from your phone 
without returning to the office. 


Visit America’s newest electronic hardware 
distridbutor at our mobile-friendly web site. 


Shop&Lock Sez 


www.shopandlock.net 


Pinning - Decoding - Engraving 


Master Key System Design 


Stop Turning Away IC Core Business! _ 


* $15 Per New, Pinned Core (SFIC) 

* Same Day Turnaround 

+ Best, Corbin, Sargent, Yale, Schlage 
+ Free Shipping for Orders Over $100 


WE BUY NEW & USED CORES 


Hans Johnsen Company 


Aya 888-879-1500 


www.hjc.com 
Our centrally located warehouse based 


out of Dallas Texas offers same day 

shipping on most orders. Offering 24 
hour online ordering, a knowledgeable 
sales staff and quality customer service. 


Serving the Security Hardware 
Professional since 1901 


Security Marketplace 


New! From Lucky Line 


Purse Charm Keychains 


MFR. No. 492-499 


CLIP ONTO 


C PURSE OR BAG 
TO QUICKLY 
af FIND KEYS! 


¢ Hand-polished nickel-plated medallion 
* 6 Designs to choose from 


L I =) « 
hae. /) «> $ 
‘ 


Place Your Order Today! 
1-800-654-6409 


info@luckyline.com 


i LIC#B12786 
AS LOCK 
DOR CLOSER, INC. 
y \N 


luckyline.com 


PROFESSIONAL BUSINESS PRODUCTS 


906-203-6303 
< 409 cs@pbp2000.com 


www.pbp2000.com a oa = 
a or 3=ST 
‘ y- 
Schlage Falcon 
Best 9K & 7K 
Von Duprin Select 
_ aah 
ALLEGION §&,§. 
Authorized distributor 


PRECISION ar « 


(516) 616-0854 


www.precisionlockandsafe.com 


1-800-445-0728 


TEXASLOCK@TEXASLOCKDC.COM 


Distributor Index &@ 


i) Commonwealth Lock Company 
©lo@ Wholesale Locksmith Supplies 


Distributor for All Major Lock Companies 


1853 Massachusetts Avenue 
Cambridge, MA 02140 
E-mail: sales@commonwealthlock.com 


Local: (617) 876-3301 
Toll Free: (800) 442-7009 


Fax: (617) 661-3168 
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NMaddix 
gives the 
thumbs up 
on safes 
in stock! 


FREE 
SHIPPING! 


FB-685E with S&G Keypad 


HOLLON 
600) 455-2997 


Hot 


ArchiTech From Alarm Lock 
Designer Wireless Networx Locks 


DArchiTech 


Advanced Wireless Access.of Alarm Lo 
Trilogy Networx with a Custom OOK 
Standalone * Networked « Enterprise 


YY 


AMSEC 


TURN 1 


Request Information: www.locksmithledger.com/10171927 


PP MELP WANTED PP MELP WANTED WANTED 


SaFEs... IN-STOCK 


Yicror 


WHOLESALE SERVICE 


Gaidall 


HAYMAN 


We are Ready Zo Welp You! 


800-848-9790 


Request Information: www.locksmithledger.com/10174191 


Classified Advertising 


NEVADA HAS NO 
STATE INCOME TAX!!! 


Keep more of what you earn. 


American Lock and Key in Las Vegas 
is currently seeking a motivated 

and willing to learn locksmith 
Technician for full time position. 
Experience is a plus, however we are 
willing to train the right individual. 


We are a full-service locksmith 
company dedicated to providing 
excellent customer service. 


People skills are a must. Company 
vehicle provided. Must have clean 
background, clean DMV record and 
be drug free. 


Benefits include paid vacation, 

401K, health insurance and paid 
holidays. Phone 702 434-5397 or 
send a resume to rick@alklv.com 


LOCKSMITH WANTED IN 
PHOENIX AZ 


2 years minimum experience 
Outside work ¢ Automotive ¢ Residential ¢ Commercial 
Salary negotiable dependent on experience 
Email resume to: fgarza1948@yahoo.com 
602-242-5429 


www.locksmithledger.com 
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= 
met » TOOLS /PRODUCTS 


Keep Your 
Customers 
Coming Back 


Your Name 
Your Brand 
$.39/Blank 


Unique key ways 
Operating Keys 

“| Lockout Key 

Z Locking Systems 

«6 Anti-Pick Spool Top pins 
Zin] Mortise and Rim 

+ Easy slide Spring Cover 

+ For the Locksmith Only 


info@secure-t.ca 
514-447-1023 


‘www.dakotaalert.com 605-356-2772 - 


Custom Key Stamps 


Stamp your keys with your 
company name and phone number. 
* Quality Custom Steel Stamps 
+ Select a standard 2-line stamp with name & phone 

number, or let us know your unique requirements. 
+ Visit our Website for Press options. 


STEEL STAMPS INC. 


208-345-2550 
www.steelstampsinc.com 
sales@steelstampsinc.com 


» HELP WANTED 


SHOP/TRUCK LOCKSMITH OPENING 
IN BOULDER, CO 
LOOKING TO HIRE ASAP 


Excellent earning potential ¢ Benefits included 


Call Jack at 303-494-0707 


POSITIONS AVAILABLE 
LOCKSMITH AND SHOP MANAGER 


Established growing company in Sedona 
AZ since 1976 


Shop and mobile 
services 


Immediate openings 
Must be tech savvy 


Call 928.282.4339 for additional info. 


Sedona SAFE and KEY 


Family-owned locksmith company 
looking for motivated, responsible, 
organized & experienced locksmith; 

will be expected to provide the following 
services to our customer base: 

key cutting, lock repair, re-keying, master 


keying; installing doors & frames, door 
hardware, panic hardware, and electric 
strikes. Benefits after 6 months, 401k & 
paid vacation. 


Email resumes: security@grovelock.com 
Grove Lock & Safe, 12 Grove St, Plainfield, NJ 07070 
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KEY CUTTERS 


Sharpened like new! 


All Brands, Types and Styles 


*Bravo «Ryan «HPC 
-Borkey «Framon «HK 
-Bollini + Ilco - Orion 


Call Us Today! 989-892-6870 
Limited Supply of Refurbished Cutters For Sale 


i 1306 McGraw St. 
(29 5 Bay City, MI 48708 USA 
www.gilraytools.com 


» BUSINESS 
OPPORTUNITIES 


>» HELP WANTED 


Adams Rite Manufacturing 
Alarm Controls 

Alarm Lock Systems, Inc. 
Alarm Lock Systems, Inc. 
American Key Supply 
Autel US Inc. 

Cansec 

Compx Security Products 
Corbin Russwin Arch. Hardware 
Door Guardian 
dormakaba 

Herbert L Flake 

HPC, a Hudson Lock Co. 
Jet Hardware Mfg. Corp. 
Key Sales & Supply 

KSP 

Lockey USA 

Lockmasters Inc. 

Marks USA 

Progressive Insurance 
Salto Systems 

Seco-Larm 

Seclock 

Top Notch Distributors 
Top Notch Distributors 
Townsteel, Inc. 

Trine Access Technology 
UHS Hardware 


ZKTeco USA 


43 
53 
Bellyband 


5,27 


Advertiser's Index 


www.locksmithledger.com/10172463 
www.locksmithledger.com/10171924 
www.locksmithledger.com/10171927 
www.locksmithledger.com/10171927 
www.locksmithledger.com/12369841 
www.locksmithledger.com/21091903 
www.locksmithledger.com/10172183 
www.locksmithledger.com/10207200 
www.locksmithledger.com/10171822 
www.locksmithledger.com/21128928 
www.locksmithledger.com/10174770 
www.locksmithledger.com/10173907 
www.locksmithledger.com/10172692 
www.locksmithledger.com/10172326 
www.locksmithledger.com/10173956 
www.locksmithledger.com/10172890 
www.locksmithledger.com/10172783 
www.locksmithledger.com/10173488 
www.locksmithledger.com/10172960 
www.locksmithledger.com/12385545 
www.locksmithledger.com/10174710 
www.locksmithledger.com/10174070 
www.locksmithledger.com/10174116 
www.locksmithledger.com/10174183 
www.locksmithledger.com/10174183 
www.locksmithledger.com/10173537 
www.locksmithledger.com/10173548 
www.locksmithledger.com/21071012 


www.locksmithledger.com/12108243 


This directory is provided as a service. The Publisher assumes no liability for errors and/or omissions. 
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Back Page — A Look Back At Locksmithing's Past 


10.:: 


YEARS AGO 


Commercial Door Security Solutions was the cover 
focus of the November 2011 issue. An article titled 
The Importance of Electric Strikes explained how 
using electric strikes for access control helps to 
keep installation costs down by working with exist- 
ing doors, frames and door hardware. Tim O’Leary 
shared best practices for installing locking devices 
on fire doors. Tim O’Leary also wrote a primer on 
selecting maglocks for your application. Gale John- 
son wrote about Outfitting A New Service Van. His 
family locksmith company, Johnson Lock, purchased 
a Ford Transit Connect to replace an old Dodge Astro 
van. EJM Security’s resettable combination locker 
locks that have key override were found to be ideal 
for schools, enabling school officials to remove the 
locker lock without knowing its combination. Alle- 
gion’s Jeremy Earles discussed the increased security 
of multicredential readers. The touchscreen Arrow 
Revolution Lock made its debut; at that time, touch- 
screens were cutting edge and smartphone credentials 
weren't widely available. The ABUS Key Garage was 
profiled for storing and tracking keys and access cards. 


20. 


YEARS AGO 


The November 2001 issue was written weeks after 
the World Trade Center attacks. The editorial sug- 
gested that locksmiths would become “security 
professionals” as the public requests better protec- 
tion against terrorism. Has your business changed? 
Key machines were featured in the November 2001 
issue. Jerry Levine tested the Jet 7090 key duplica- 
tor. Framon also had anew key duplicator called the 
Express, which was tested by Gale Johnson. Stephen 
Fish reviewed the Ilco Ultracode machine. Another 
article featured the CodePro 4500 code machine. 
Steve Jones explained the variety of metallurgy used 
for the manufacture of key blanks. Dick Zunkel sug- 
gested biometrics as a good system for access con- 
trol. Steve Young lamented the addition of bicycle 
cables as a replacement for locking rods in new car 
door construction. Tiny serviced a 2001 Chevrolet 
Malibu. Dave Franchuk explained how to drill open 
an NKL safe. 


November 2021 


Electrifying Door Hardware — 
Four Scenarios 


Choosing the “right” door hardware for a specific application really 
begins with the customer. Examining the existing lock hardware 
to determine what can be used properly for the proposed applica- 
tion is the second step. 

First, it’s most important to find out how the customer wants 
the door to operate, which can include any or all of the following: 
¢ Key-controlled ¢ Multiple credentials 
¢ Audit trail 
* Controlled access from one 

or both sides of the door 


access control 
¢ Electronic access control 
¢ Remote access 
¢ 24/7/36S access control 
For this article, we will use four scenarios. Each will describe 
the doorway, its function, components and additional neces- 
sary information. Then, we will list the electrification options, 
including information regarding necessary components, wiring 
requirements and installation considerations. 


Scenario 1: Reception Area 

The first scenario is an interior wooden door and jamb from the 
reception area, which provides access to individual offices within 
a large office building. The reception area dooris equipped witha 
door closer anda storeroom function lever cylindrical lockset. The 
outside lever is locked, and 
access can be gained onlyby 
using a key. The inside lever 
always is unlocked, which 
provides free egress. There’s 
a rear entrance for the rent- 
ers if they stay beyond clos- 


ing or want to gain access 


» Scenario 1: Receptionist’s office 


after business hours. 

The customer would like 
some way that the receptionist can unlock the door temporarily 
for people to gain access without having to unlock the lock for 
each person. Each office is notified, and authorization is given 
before permitting people access through the door. The client 
believes that the total number of electronic openings will be less 
than S0 per day, five days a week, about 1,300 opening per year. 

Read the full article at www.locksmithledger.com/10416614. 


The Back Page and You! 


If you come across a story that you would like to see on the 
Back Page, feel free to send it in! 
Please send all responses to: wchristensen@endeavorb2b.com 
and epike@endeavorb2b.com with the header Attn: Back Page 
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Get The Perfect 
EXIT Strategy 


Electrified Panic Hardware for Emergency Exit Applications (M9900) 
7 


Marks New Electrified Locks & Panic Exit Devices are the Key 


New Lectra Series Electrified Mortise & Cylindrical Locks: 
¢ Ideal For Stairwell Doors With Fire Alarm System Integration. Fail-Safe or Fail-Secure Models - 
Choose Electrically Unlocked or Locked and myriad levers, finishes &/or trims 


¢ Integration With Access Control Systems - Request to exit function (REX), key override switch, 
deadbolt switch &/or latch sensor options. Used in “Man Traps” 


¢ Better Security & Faster Installation Than Electric Strikes - Concealed Latches and Wires 
right through hinges (no need to cut into filled frames) 


¢ Long-Life Cylindrical Models With Stainless Steel “Clutch” Mechanism, eliminates droop 
Marks Panic Exit X-iT Hardware: 


¢ For Any Grade 1 Panic- & Fire-Listed Hardware Requirement, including Mechanical 
Or Electrified Panic Hardware in schools, hospitals, government & office buildings 


¢ Standard, Narrow Stile & Hurricane-Rated Panic Exit Devices New! Lectra Electrified Locks in 
For single or double doors—Heavy gauge, low-profile protected end-caps Cylindrical & Mortise Models 


¢ Ideal For Emergency Exits — Electrified Panic Hardware for System Integration L ee! C T = A 
Choose electric latch retraction, electric dogging, exit alarm and delayed egress capabilities | % 


7)MARKSUSA 


Value Engineered for Long-Life & Savings up to 40% Less than Top Name Brands - Meets/Exceeds Industry Standards 


For More Contact your Local Marks Sales Rep or Distributor Today 
1.800.645.9445 © salesinfo@marksusa.com ® www.marksusa.com 


Request Information: www.locksmithledger.com/10172960 


@ SECLOCK 


Every piece matters. That's 
why you partner with SECLOCK. 


SECLOCK ensures every step of the process is simple. From our 
unmatched, in-stock inventory and knowledge across electrical 
and mechanical products to our outstanding support and fast, 
same-day shipping, SECLOCK simplifies. 


LCN. 4am VON DUPRIN. 


info@SECLOCK.com 800.847.5625 SECLOCK.com 
Request Information: www.locksmithledger.com/10174116 oa 


One Source. 
One Order. 
One Solution. 


& 


www.topnotchinc.com | pH 800.233.4210 | Fax 800.854.4146 | sales@topnotchinc.com 


TOP _ 
IND , Touchless Solutions 


We Know Service 


In critical points 
where hygiene 
iS important, 
dormakaba is 
there. 


Upgrade with hygiene-friendly 
access controls to replace high- 
touchpoint door operations. 


One-Box Touchless Kit 

Available in Pull & Push ot a 
= ~\ 

ED50 Pull/Push Side Auto —= 


Operator with two 910TC Pull Kit Pull Kit 
Aluminum Finish Dark Bronze Finish 
Wave Plate Actuators DS467001A DS467001B 


This One Box Touchless kit 


provides hands-free, contactless F. 
activation of doors by pairing = Ha 
the low-energy dormakaba 

ED50 Swing Door Operator 


Palseseeot Pull Kit Pull Kit 
and the intuitive RCI 91 OTC Aluminum Finish Dark Bronze Finish 
Touchless Switch. This duo DS467002A DS467002B 


creates an automatic, touchless 
access point in hospitals, 
restrooms and other similar 
interior swing door applications. 


Touchless Actuators 


Designed for touchless door 
activation in any Facility. 

It Functions by triggering 
activation of automatic door 
openers by hand gesture or use 


of a remote fob. Touchless Actuators 
Wave To Open 


Order dormakaba products today! 


Call Top Notch Distributors — 1.800.233.4210 


Get complete 
Access Control 
with the perfect 
combination 

of style and 
security. 


dormakaba is ideal For all 
multihousing applications, 
including multi-unit apartments, 
student housing, and senior 
living. 


Saffire LX Series 


Electronic Access Control 


InSync Deadbolt 


Available in Mortise, Deadbolt 
Interconnect, and Cylindrical Lever. 


= 3-hour fire rated 

= Scalable for Future growth 

= Complete Solution complements 
electronic access including exit devices, 
parking gates and common areas 

Used with COMMUNITY Access 
Management Software 


e- 


Quantum Mortise Series 


= Wireless network capable through 
Zigbee* 

= Mobile access capability 

BHMA Grade 1 mortise lock 

UL Certification Fire Exit Hardware 

Used with COMMUNITY Access 

Management Software 


dormakaba Software 
i ae 


79/RT Mortise 


» Wireless network capable through 
Zigbee* 

= Mobile access capability 

= BHMA Grade 1 mortise lock 

» UL Certification Fire Exit Hardware 

» Used with COMMUNITY Access 
Management Software 


Nova-D Deadbolt 


» Sealed RFID reader 

= Engineered for use in extreme 
environmental conditions 

= Certified by Florida Building Code 

» Mobile access capability 

» Available with hard key override 

» Used with COMMUNITY Access 
Management Software 


COMMUNITY Access 
Management Software 


= Integrates with third-party systems 

= Multi-site property management 

= Mobile credential delivery platform 

= Easily-configurable roles and rights 

= Advanced lock auditing and reporting 


» Used with SAM RF Software 

» Wide variety of functions for all access 
platforms 

» Unique Electro-Mechanical Key Fob 

= Suited Styles and Finishes 


3 


SR Series Readers 


= Replaces mechanical and mag-stripe 
electronic locks 

» Multiple Mifare credential operability 

» Bluetooth enabled for mobile access 

=» Used with COMMUNITY Access 
Management Software 


SAM RF Software 


= Designed to manage the InSync Series 

= Control multiple properties from a 
single database 

= Full capability to manage every door 
within a property 


Order dormakaba products today! Call Top Notch Distributors — 1.800.233.4210 


—— 


We Know Multihousing 
Call 800-233-4210 today! 
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